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PACKED IN BOXES | 


Stanley Strap and T-Hinges are supplied in strong, well-made telescope 
boxes packed with all the necessary screws of exactly the right size. 







The Hinges come to you in clean, unscratched condition, ready to hand 
out over the counter. This packing eliminates hunting around in bins 
or barrels for a pair of hinges, and then by hit or miss methods 
selecting screws to go with them. Your customers will appre- 
Ciate the Stanley Way. You will, too, when you find out how 
convenient it is. Ask your Jobber. 


_ See our full page advertisement on page 73 and our box strapping 
advertisement on page 33 


THE STANLEY WORKS 
New Britain, Conn. 
New York Chicago 


Canadian Representative 
A. MacFARLANE & CO. 
Montreal 
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THE GREATEST 
SELLING SPARK 
PLUG EVER MADE 


is the Mosler RED TAG Spit Fire. 
Fourteen years ago, in the year | 900, 
1,000 were made and sold 

First one car owner, then another 
told what a hot spark the 


na Cexy! : 
Oy C=) ty re 
we, p it FL Plug 


generated and how it instantly spread the flame 
throughout the mixture, insuring complete 
combustion, energetic ignition and greater 
power. 

Result—2,000 more plugs were made and 
sold to eager customers. 

Those customers all got to talking about the 
Mosler “Spit Fire’’ Spark Plug—more plugs 
needed. Watch “Spit Fire’ sales grow. 
20,000 plugs were made in 1904. 

Orders came in so rapidly that !00,000 
plugs were sold in 1905. 

Two years later, in 1907, 500,000 “Spit 
Fire’’ Spark Plugs were readily disposed of. 

Today the yearly output runs into. the 
Millions. “Spit Fire’’ Spark Plugs are now 
made for motorcycles and marine engines, as 
well as pleasure and commercial cars. 

No plug is so economical in the consump- 
tion of current. 

Made to fit any engine—any thread. 

- The Mosler advertising keeps them foremost 
in the minds of all who use Spark Plugs. 

Place your contracts and orders now. 

Ask your Jobber to supply you 
or write us for best trade discounts. 


A. R. Mosler & Co. 


NEW YORK, N. Y. 






a ti = 





ee <a 
—_—— an 


ee 
Pen ae 
ee 






























































































































































































wt “elt MMM 





July 9, 1914 HARDWARE AGE 43 


HARDWARE AGE 


FOUNDED I855 


Published every Thursday by tte DAVID WILLIAMS COMPANY, 239 W. 39th St., New York 


W. H. Taylor, President & Treasurer Chas. G. Phillips, Vice-President Fritz J. Frank, Secretary M. C. Robbins, General Manager 





Subscription Price, United States and Mexico, $2.00 per year; to Canada $3.00 per year 
GEORGE H. GRIFFITHS, Manager 
Editors: Roy F. Soule, R. R. Williams, C. E. Wright, E. H. Darville, R. A. Peterson. 
BRANCH OFFICES 


Chicago, Otis Building Boston, Equitable Building Cleveland, New England Building 
Pittsburgh, Park Building Philadelphia, Real Estate Trust Building Cincinnati, Mercantile Library Building 
Worcester, Mass., P. O. Box 696 San Francisco, 320 Market Street 


Entered at the New York Post Ofice as Second Class Mail Matter 


Hardware Age is a consolidation of Iron Age-Hardware, Hardware Reporter and Western Hardware Journal 


Contents 


Special Articles 





rauey.-&: Phito in Fine New Dieinb- Beane. ak i oes cc cv veh eiee s kes 45 
We IIE. 5.6 kka'h ohne s baw Ve Rds Cewek aes oho eee ee 54 
Seine Ge TN FI os an nas hs ove bab 0s oe ewe eS a 55 
SRR. CONE PMO. oo cer ki tk cc ve uctaees ke tavawcensdeseeeosG 57 
President Wilson Changes Altitude. ... 2... ci ciccccowcvewstaw Gop eee. 60 
Regular Departments 
Sees Piawlebant NaamONe so .o.o86 6 os 6d ns kee Sew edee eee eae fens >| 
CN i Se Oe SaRS SA et ea wo ae ee ees ee 38 
Weekly Page of Display Ideas................ eee ewe ree 59 
SE DORE 6 OIG s i.e oii ki yo ese Ww Keene e wee 4 ee ae eee 6] | 
Pticity for tie TRI os. noo 5 eed vos ss es on 0 ee ee eee 62 | 
ee PEPPER Oe ore Car FP Se ea a FTE 64 | 
Trade Commitions am: PViees. «oo. ins ss sis0.0 so awe een Oks o he es Cee ss 66 | 
COMEMIOEY on ncn cc ccc ec cccwiescwugs 660 Sees Gt 6 ous ee 70 | 
Sheet Metal Demartment.......o.ccccte ccs he eee GNee Ns a ose 7 | : 
Mi’ Conds cand: THGWOMOR, 6 ois 6k. hi ER SS eR 74 | 
Nesta AidcossGrite Gal TONE 2 oc nc ec cern cccces cae kgbbebeacs 82 
Noten 08: tin: Htall Fintan TAGS ic. 5 5 o.oo s widens 6a 8S op SWC be Bede 88 


Current News and Miscellaneous 


ah ne Se rere rm Pree 48 
eee ee: SII TN i na a laid: Sid lato ow 1S whee g a a eae ae ae 48 
| sieenl: Etienne, oo oie: 5 0 6.0 0:9 0:0 0:4 V0 bss Meee 2s Ee 49 
Mr. Simmons’ Letter Not Cause of Withdrawal of Appointment.......... 50 
C. E. Wrest Goow to Pieanet Witting... . nese Vi is 6 eee 50 
Ay Statumtent try Wik: ER ens. 6 vcs 64 kins 0 0 eed ee eet hewn owe oe 50 
Electrical Supplies a Profitable Side Line ............... 22. ee esee eee 53 
Poste: Pasdk tow Paes Tis ne ic css e ee teancdeus en Paeeeee 72 
i ee | a rr re 72 
eee ee Se ere errr err, ee er ee ae 72 
Oe ee Bg are Peer ee ee rer: 78 
a Oe Foi: Pee TON IN, 5 cis bso en os 0s spc ueb ceessncenes 78 
Banquet of Pittsburgh Hardware Men...........005 cccccccccccccees 78 
Profits with Manual Training Equipment ...............02ce cee ecees 80 























HARDWARE AGE 





July 9, 1914 
































No. 455 Ornamental Surface Hinge 


No. 485 Ornamental Hinge 


No. 31 Wrought Steel Safety Hasp and Hook 


Builders’ Hardware 






New, Desirable National 




















We show here some goods which have 
already proven rapid sellers. They are 
splendid additions to an already popular 
line. 


The No. 31 Wrought Steel Safety Hasp 
and Hook is of special advantage, will 
hold door closed when padlock is not in 
use and does combined work of safety 


Hasp and Staple Hook Hasp. 
The numbers 455 and 485 Ornamental 


Hinges clearly show their selling points. 
Made of cold rolled steel and in all fin- 


ishes. Packed neatly with screws. 


These and other fine builders’ hard- 


ware are fully described in our 


|New 1914 Deluxe Catalogue 


It shows so many different and distinctive kinds 
that space here permits only our saying that it 
means dollars and cents to every dealer to have 
a copy. 


Distinctive quality goods and _ distinctive 
quality service have made the success of National 
Hardware possible. We have striven to make 
the goods absolutely “‘none better made.” To 
render real service, we have cut out the Jobber 
and dealt direct with the dealer. And to top it 
all we have placed our goods in pleasing, handy 
packages containing required amount of screws 
which saves both customers’ and clerks’ time. 


You should not be without this new catalogue 
another day. 


Write for it now—our proposition will con- 
vince you as to how pleasing your profit will 
be. A postal will do. 








National Mfg. Company 
STERLING, 


Il. 
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HUEY & PHILP IN FINE NEW 


DALLAS 











STORE 

















A part of the crowd which attended the opening of the Huey & Philp Hardware Company’s new store in 
Dallas, Texas 7 


HE new retail store of the Huey & Philp 
Hardware Company, Dallas, Texas, was for- 
mally opened Thursday, June 11. About one- 

seventh of the population of Dallas, or nearly 20,000 
persons, made the tour of inspection through the 
entire establishment, which has a floor space of 
36,000 feet, devoted exclusively to retailing. 

The building is of reinforced concrete and was 
designed with a view of enabling the application of 
every modern convenience for comfort, safety, fire 
prevention and detail. 

Startling innovations. for quick service, prompt 
attention and accommodations to patrons are at 
every hand in evidence. Thursday at 2 p. m. the 
doors were thrown open to the public to what know- 
ing ones say was the largest affair of its kind ever 
pulled off. Officers of the company, assisted by 
several employes, each wearing a ribbon with the 
word employe printed on it, greeted the people at 
the front door and started them to make the rounds 
of the various departments in a systematic way so 
as to prevent confusion. 


Shown Third "Floor First 


They were first escorted ‘to the elevators and 
taken to the third floor; there they were received by 


45 


the entire force of the builders’ hardware depart- 
ment, which occupies a large portion of this floor, 
and after being shown through were led to the 
rear stairs, at the head of which tickets for 
souvenirs were distributed. 

They were then requested to walk down to the 
second floor, where are housed the housefurnishings, 
china, glass and hotel supply departments and rest 
room, where selections were rendered on the Vic- 
trola. Punch (without a punch) was served. 

After making the rounds on this floor they were 
taken by the rear stairs to the first floor, where a 
five-piece orchestra discoursed beautiful music. 


Handsome Displays of Merchandise 


Here on every hand they were greeted with cases 
and displays of the handsomest quality merchandise 
possible to obtain, and finally at a booth in the 
rear were presented with beautiful and useful 
souvenirs. More than 9000 were handed out before 
8 p. m. by eight young women and boys, who 
requested each recipient to sign his or her name and 
address on the cards. These names will be used as 
a mailing list in the future. 

A heavy brass tray with the picture of the build- 
ing etched artistically, and other novelties were 
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The ilustration 
to the right 
shows the main 
floor of the 
Huey & Philp 
Hardware Com- 
pany’s new 
store. The smal- 
ler illustration 
below shows one 
of the cutlery 
display cases 
which complete- 
ly surrounds a 
pillar in. the 
center of the 
main floor 
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Above there is a 

view of the 

chinaware and 

Mew 4 . : housewares de- 
seat SS naan partment of 
Huey & Philp 

store, and to 

the left is illus- 

tration of one 

side of the main 

floor, show- 

ing the wall dis- 

play cases for 

bathroom _fix- 

tures in the im- 

mediate fore- 

ground 
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given the women, and bill books, purses, match 
safes, etc., to the men. 

Many people were unfortunately disappointed, as 
the stock of souvenirs was soon exhausted, but these 
were more or less pleased with flowers, thousands of 
which were quickly bought. The officers of the com- 
pany believe that nothing they could have done 
would so well compensate them for the outlay as this 
opening celebration will. 

It required about 60 employes, some of whom 
were from the wholesale department, to keep the 
immense throng from congesting. 

No great effort was made in the way of decora- 
tions, potted plants being the only thing used, it 
being thought best that the store should be seen 
as nearly natural as possible. 

An accompanying flashlight, taken just a few 
minutes before 10 o’clock and when the orchestra 
was playing “Home Sweet Home” will give some 
inkling of what the preceding eight hours were like. 

Hardware merchants from all sections of Texas 
were guests, and expressed themselves as well repaid 
for their trouble. Many factory representatives 
gave their assistance. The hardware store has ever 
been synonymous with endless confusion, places 
where the right article is usually found in the 
wrong place and entailing the loss of untold dollars 
in time to both the customer and the house. 


Lost Motion Eliminated 


In the new Huey & Philip store 75 per cent. of 
the lost motion will be eliminated. Every item, 
from a tack to a concrete mixer, is sampled and 
priced in plain figures. Every modern convenience 
used in modern merchandising will be found. Pneu- 
matic cash carriers give quick service from: every 
floor and department, where well-drilled salespeople 
cater to the wants of the public. 

The first floor equipment is built entirely of oak 


finished in Flemish, rubbed to an eggshell gloss. ° 


On entering the store the visitor is confronted by 
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a specially designed case showing every conceivable 
kind and pattern of pocket cutlery and shears. 

The center is arranged with a horseshoe 16 feet, 
running back 80 feet, surrounding small cases 712 
feet high adorning the 30-inch columns. In these 
cases are shown silverware, brass goods, table cut- 
lery, architects’ supplies, carving sets, toilet articles, 
safety razors, etc. 

To the left in 60 feet of wall cases 24 inches deep 
are shown bathroom fixtures, cut glass, nickleware, 
electric specialties, etc., the rest of the wall space 
is taken up with cabinets showing butchers’ sup- 
plies and the paint department. 

Running the entire length of the store to the mez- 
zanine floor, on which the office and accounting de- 
partment are located, a balcony 712 feet from the 
floor does away with rolling ladders. This balcony 
is reached at regular intervals by permanent stairs. 


Store Splendidly Lighted 


Four feet apart at the edge of the ba-conies, 
running the entire 140 feet, 25 watt lamps, each 
controlled by separate switch or in groups, as de- 
sired, effectively light the cases or cabinets. 

Fourteen 250 watt Brascolite electroliers give a 
beautiful diffused light that almost rivals daylight. 

The elevator is situated near the front and dis- 
charges passengers on the second floor right into 
the rest room, which is 20 x 20 feet. This entire 
floor is finished in mahogany, the walls in dull buff, 
the ceiling cream, making the contrast very pleasing 
even to the most sensitive. 

The rest room, so conveniently situated, is already 
utilized by the ladies to a large extent as a con- 
venient downtown headquarters. Comfortable reed 
chairs and settees, rockers and tables, and two tele- 
phones are constantly utilized. The large green rug 
adorning the floor adds picturesqueness to comfort. 


Special Builders’ Hardware Room 


The builders’ hardware department is on the third 








The Huey & 
Philp Hard- 
ware Company 
believes in cater- 
ing to the comfort 

of its women custom- 
ers, hence this very at- 
tractive waiting and re- 













tiring room 
arranged for 
their use. Wom- 
en’s trade is com- 
ing im increasing 
volume to those mer- 
chants who employ intel- 
ligent methods to obtain it. 
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floor. On this floor nothing was overlooked that 
would assist in handling the goods and benefit 
the service. The sample room is 22 feet square, of 
oak and finished similar to the first floor. Desks and 
tables are provided for both the employes and cus- 
tomers, and the freeness from interruption is at 
once apparent to the people looking at finishing 
hardware. About 3500 square feet of floor space 
are devoted to the stock, every item of which is 
sampled. 
Tinshop on Fourth Floor 

The fourth floor is being used for tin shop and 
storage. About twelve mechanics are kept busy, but 
no outside work is attempted. 

In the basement we find the dairy supplies, black- 
smiths’ supplies and the heavy hardware. 

This basement is lighted almost entirely by the 
sidewalk prism lights which run 50 feet on Elm 
street and 180 feet on Griffin street. 

A large freight elevator in the rear of the building 
and on Pacific avenue communicates with the check- 
ing room on the rear of the third floor, where all 
freight is received, opened, checked and distributed 
to the various departments. A large dumb waiter 
connects all departments with the shipping room in 
the rear of the first floor. 

In planning, the welfare of the employes was not 
overlooked, toilets, lavatories, lockers, etc., being 
conveniently located on every floor. 

The arrangement of the store and the fixtures 
were planned by Frank Mappes, a store architect 
and efficiency expert, who also has planned other 
fine hardware stores in various parts of the country. 


1915 Annual Sportsman’s Show 


db eee 1915 Sportsman’s and Travel Show will be 
given in the New Grand Central Palace, Lex- 
ington avenue and Forty-sixth street, New York, 


under the supervision of Captain J. A. H. Dressel, 


of the International Exposition Company, opening 
February 20 and Closing February 27, inclusive, 
excluding Sundays. 

The Sportsman’s Shows, 1895 to 1910, sixteen 
successive years, were under the personal direc- 
tion of Captain Dressel, long an inspector of rifle 
practice in one of the leading New York regiments 
and for years a manager in one of the largest am- 
munition companies, and he announces that the 
same high standard he previously established will 
be maintained, eliminating all unrelated exhibits. 

A gun club will be organized and weekly shoots 
arranged throughout the year, as well as during 
the Sportsman’s and Travel Show. The neces- 
sarily permanent equipment of this gun club will 
offer to the ammunition and sporting goods trade 
generally, as well as to sportsmen the use of these 
facilities without charge for testing guns and am- 
munition. 

Special inducements will be offered to secure 
representations from hunting and fishing sections, 
camps, hotels and guides, which will invite the at- 
tendance of sportsmen. The annual outdoor trap 
shooting tournament will again be conducted on 
the roof of the new Grand Central Palace during 
the show. 


One Missing 


A FARMER wrote as follows to a distinguished 

scientific agriculturalist to whom he felt 
under obligations for introducing a variety of 
swine: 

“Respected Sir: I went yesterday to the swine 
show. I found several pigs of your species. There 
was a great variety of hogs, and I was astonished 
at not seeing you there.”—E xchange. 
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The Misses Silberman, who conduct a hardware store 


in Cleveland 


GIRLS RUN HARDWARE STORE 


Misses Silberman of Cleveland Become 
Merchants on Death of Father 


agai’ @ young woman can successfully run a 
' yetail hardware store has been demonstrated 
by two bright girls in Cleveland, Ohio, who were 
left with a store on their hands a few months ago. 
The store is conducted by Rena and Shirley Silber- 
man, both in their twenties, who inherited the busi- 
ness at the death of their father, M. W. Silberman, 
last March. The store-is located at 1391 East 9th 
street and is called the “New Cut Rate Retail Store.” 

Silberman was an old hardware merchant in 
Cleveland, formerly in business on Ontario street. 
Four years ago he moved to the store’s present loca- 
tion. Before his death one of his daughters, Rena, 
had clerked in the store for three years. When her 
father died she decided that instead of selling the 
store at a sacrifice she would continue in business 
herself. She made her sister, Shirley, an assistant 
and took charge of the bookkeeping and buying 
end herself. Both girls spend the entire day in the 
store, busy most of the time waiting on customers. 

The store handles quite a general line of hard- 
ware, but makes a specialty of small tools, as the 
demand in that neighborhod is best for that line of 
goods. By strict attention to business and catering 
carefully to the wants of their customers the girls 
have been able to increase the sales of the store over 
the business that was done when their father 
was alive. 


THE SANTO MrcG. CoMPANY of Philadelphia has pur- 
chased the patents and manufacturing facilities of the 
Keller Mfg. Company, and will continue to make Santo 
vacuum cleaners. The same engineering and manufac- 
turing organization will be retained, but the business 
will be conducted under new management, with A. H. 
Boyd as general manager and treasurer. Mr. Boyd has 
been with the Fort Wayne Electric Works of Fort 
Wayne, Ind., since 1898, and during the past four years 
has been manager of the Philadelphia office. The new 
company will manufacture a complete line of Santo 
vacuum cleaners, including the “Duplex” for perma- 
nent installation, and the “Portable” for use when a 
stationary outfit is not preferred, and the “Twin 
Santo,” used where light and handy suction sweepers 
are applicable. 





























LIBERAL BUYING INAUGURATED | 


Oliver Bros. Say That Price Reaction Upward Is at Hand 


HIS letter is prompted by various references to 

é our views as expressed in comment letter of 

May 21 last, and which were reproduced on 

pages 183 and 184 of HARDWARE AGE, issue of May 

28, and it is encouraging to note so many of the 
jobbers endorsing them. 

There are some indications of an improvement 
in steel trade conditions, especially bar steel, with 
good prospects for a stiffening up in the prices as 
the year wears on. 

The prices of wood screws have been advanced 
over 30 per cent., 
picks and mattocks 
have advanced about 
5 per cent. for the 
second time recent- 


ie 





HET 










The following market values of the cruder steel 
and metal products on May 31, 1913, as compared 


to optimism and liberal buying, is quite remarkable. 

Aside from the generally sound underlying con- 
ditions, and bright agricultural prospects, the 
brightest feature of the market, from our point of 
view, is this change of policy on the part of sev- 
eral of the largest jobbers. 

Of course, a liberal buying movement on the 
part of the jobbers does not guarantee a liberal in- 
crease in consumption, but their implied judgment 
of market values, and prospective market condi- 


tions, is bound to have a stimulating effect upon 
the manufacturers. 


The Time for Specu- 
lative Buying 


From a viewpoint 
of values and deliv- 


ly. Crow bars and 2 with May 31, 1914, are significant as indicating 
wedges have again 2 the material decline in values generally, and which 2 ries, and prospec- 
advanced about $2 3 have naturally reflected in the same manner upon 2 tive market condi- 
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a general way we 
may remain at the 
resting point for a while longer, the reaction up- 
ward is close at hand. 

Of course, we could pick some lines which it 
would not be wise to speculate in at the present 
time, but there are a great many of the hardware 
and kindred supply lines that the jobbers can well 
afford to buy liberally just now. 


Liberal Buying by Jobbers 


We know for a fact that several of the large 
Western and Southern jobbers have inaugurated 
a liberal buying movement. We have in one 
way or another communicated with a _ good 
many jobbers whose change of views and 
policy, from pessimism and conservative buying, 
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crops, the country’s 
greatest wealth producer, are coming to the rescue 
of business as never before. 

Fully realizing the influence of political over 
business conditions, we take the view that since 
further trust legislation is inevitable it is better 
for Congress to keep at the job until it is finished, 
for whether favorable or unfavorable to various 
business interests, the relief from anxiety and sus- 
pense is bound to have its effect for good. 

Readjustment of Business Conditions 

We are passing through a readjustment of busi- 
ness conditions. Some of us are made to suffer in 
the interim, and yet we regard a healthy recovery 
as not only possible, but probable. 
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Radical tariff changes have unquestionably hurt 
some interests, but from a public point of view 
we cannot see that any such serious damage has 
been done as was originally anticipated, and we 
rather think that as time goes on, the country at 
large will very nicely adjust itself to the changed 
tariff situation. 

We feel, as far as the steel trade conditions are 
concerned, that the reduced tariff rates will help 
to check high values rather than increase imports 
to any great extent. Do not misunderstand us on 
this point. We look forward to higher values of 
iron and steel products, but do not anticipate such 
very high values as ruled in recent years. 

Some of the students of tariff conditions have 
argued that the revised tariff rates average a re- 
duction from approximately 46 per cent. protection 
to approximately 28 per cent. protection, and that 
if American producers, with an average protection 
of 28 per cent. on imports cannot successfully meet 
foreign competition in their own markets, to say 
nothing of the markets of the world, they are not 
the factors in production that they are credited 
with being. 

The result of the operations upon the new cur- 
rency law has not yet materialized, yet the most 
encouraging feature of the situation in this re- 
spect is the change of front, or more properly 
speaking, the change of view on the part of many 
prominent bankers, who now, after studying the 
currency bill, “see some little merit to it,” where- 
as they were blind to all such possibilities before 
the bill was enacted. 

The unusually large cash reserves and deposits 
in banks, awaiting employment and investment the 
moment confidence is restored, is certainly an en- 
couraging contribution to the future outlook. 

The national city bank’s arrangements for 
branches in South American countries is a signifi- 
cant forerunner of the opening of the Panama 
Canal, and the operations of the new currency bill. 


Rate Question Settled Soon 

The railroad rate question will soon be settled. 
In the meantime, we are confident that the rail- 
road buying offices are loaded with requisitions for 
new supplies. We believe in some respects that 
the railroads need assistance; we believe in other 
respects that their officers and financial backers 
should get their “hides well trimmed.” We believe, 
however, that whether the decision in reference to 
rate matters is favorable or unfavorable to the 
railroads, once the question is settled our manufac- 
turers will receive a good volume of railroad busi- 
ness. 

The Mexican situation to-day looks brighter. 
At any rate the prospects of armed intervention by 
the United States are apparently more remote than 
at any time since the trouble began. This is a 
relief. 

No, we are not Democrats, but fortunately, we 
are able to see straight and think rationally. 


C. E. Wright Goes to Hearst’s 
Magazine 


LARENCE E. WRIGHT, who has been one of the 

editors of HARDWARE AGE for the past three 

and a half years, leaves this publication this week 

to become connected with the editorial department 
of Hearst’s Magazine. 

Mr. Wright has been associated with hardware 
trade journalism for the past six years, having for- 
merly been editor of The Hardware Trade, of Min- 
neapolis, Minn. He engaged in trade paper work 
after an experience in the daily newspaper field. 
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He served HARDWARE AGE in the Chicago terri- 
tory and at the time of the consolidation of IRON 
AGE HARDWARE and The Hardware Reporter was 
brought to the New York office. Mr. Wright leaves 
with the best wishes of HARDWARE AGE for his suc- 
cess in the work which he is undertaking. 


Mr. Simmons’ Letter Not Cause of 
Withdrawal of Appointment 


\ a letter to Hardware Age E. C. Simmons di- 

rects attention to the heading of a recent article 
which states that the letter sent out by the Simmons 
Hardware Company was the cause of President Wil- 
son’s withdrawal of his appointment to the Federal 
Reserve Board. The statement is made by Mr. Sim- 
mons that he declined the appointment before the 
letter which has created so much comment was 
ever written. It follows, therefore, that this let- 
ter could have had no bearing on the withdrawal of 
the appcintment by the President and Hardware 
Age gladly retracts the statement which was made. 

Mr. Simmons further states in the letter to this 
publication: “I have a letter from President Wil- 
son in which he distinctly and most pleasantly ex- 
presses his sincere personal regret that my declina- 
tion prevented him from presenting my name for 
confirmation as a member of the Federal Reserve 
Board.” 


A Statement by Mr. Dana 


EORGE F. DANA, president of the Dana Mfg. 
Company, Cincinnati, Ohio, whose business of 
manufacturing ice cream freezers was_ recently 
sold to the Alaska Freezer Company, of Winchen- 
don, Mass., has sent Hardware Age a statement of 
the transaction involving the changes. The Dal- 
ton Adding Machine Company will take over the 
plant which has been used by the Dana Mfg. Com- 
pany in Cincinnati. 
The Dana Mfg. Company’s announcement says: 


“The Dalton Company will reincorporate its business 
under the laws of Ohio with a capital of approximately 
$2,000,000. The Dalton company take over the manu- 
facturing plant of the Dana Mfg. Company, located in 
East Norwood, which includes the real estate, the build- 
ings, the power plant, heating and lighting system and 
the sprinkler system. They will move their entire 
business, both factory and office, into this plant. The 
Dana Mfg. Company have sold their manufacturing 
business, consisting of ice cream freezers, etc., to the 
Alaska Freezer Company, Winchendon, Mass. The 
Massachusetts company takes over the entire machinery, 
tools, fixtures and the stock of manufactured goods. 
The Dana Company go out of the ice cream freezer 
business. 

“George F. Dana will probably be identified with the 
Dalton Adding Machine Company, not only as a stock- 
holder and director, but as one of the main officers. 
We believe that the removal of the Dalton Adding Ma- 
chine Company to Cincinnati will be a great thing for 
the city and particularly for the manufacturing city 
of Norwood. The Dalton company have now between 
four and five hundred employees, all of whom they ex- 
pect to move to Cincinnati. Many of them are married 
and have families, and this will mean the bringing into 
Cincinnati of approximately one thousand people. 

“Their business is a large one now, and after the 
company gets settled in its new location it is believed 
that the business will amount to between $1,000,000 and 
$2,000,000 each year. The business consists of manu- 
facturing the Dalton adding, listing and calculating 
machines, and the machine itself is a most remarkable 
piece of workmanship. 

“The plan of moving a big business like this into an- 
other city, securing a new plant, and raising additional 
capital was a tremendous one, and the problem of 
financing was a serious item.” 




















“The Assistant Manager’ 


Talks About Profits in Wire Goods 





was the persistency with which those Jersey 

mosquitoes presented their bills. It was 
blood money, that’s what it was. They sucked it 
out of my neck, ears, hands and feet. In the middle 
of the last night I heard one buzzing in the tent and 
as he came nearer and nearer I ducked and dodged 
in the dark, sweltered under a heavy blanket and 
struck frantically by sound without avail. His buz- 
zing around my head was but a feint, for he finally 
landed on my ankle and bored deeply into the base 
of a shinbone. Guided by acute intuition, I struck 
true. If Moran could have landed on Johnson with 
half the vigor I landed on that “skeeter” they would 
be renovating the laurel wreath of victory for its 
white hope flitting. It was a lot of wasted energy, 
but tha results lifted a heap of care, and I drifted 
into the last sleep that can dodge an alarm clock 
finish for another twelve months. 

My dream started with wire cloth and a veritable 
horde of mosquitoes on the outside. It looked like a 
cloth of gold. Then that dream drifted into the old 
coil wire springs in the bed at home, and finally to a 
“wire” from the house with money init. Altogether 
it was a delightful dream, and I awoke with a taste 
for wire goods in my mouth, a kink in my back 
where the bough bed had packed tight and a red 
lump on my ankle, surrounding the little white hot 
point ef contact with that mosquito of the near- 
woodpecker variety. 

A Profit Producer 
The only real thing about that dream was the 


wire goods department. It’s a money-maker that 
can be made to fairly hum during the summer sea- 


Ts only unpleasant thing about my vacation 


r 


son, and is a good profit producer about every other 
season of the year if the buyer has brains enough 
to bite off a variety and the boys are keyed up to 
their hunt for loose change from every customer. 

A little money goes a long ways when you put it 
into wire goods. Egg whips, toasters, strainers and 
soap dishes go mountain high on a twenty-five dollar 
investment, and the profits on coat hangers, graters, 
tea strainers and potato mashers are longer than the 
fish that got away. I visited an old hardware store 
a few days ago that had just taken a premeditated 
plunge into housefurnishing goods. The boss of 
that store was about as happy as a kid with a new 
air gun in an 8 x 10 glass neighborhood. 


Supporting the Builders Hardware Department 


The morning’s bustle in builders’ hardware was 
being supported by something that held customers 
in the store during the forenoon, and, best of all, 
the women of the town seemed to have at last 
awakened to the fact that a real hardware store was 
located in the village., His wire goods were dis- 
played on a long table with sand screen and poultry 
netting bottom in the partitions that let the dust 
slip through. The salesman that had sold him wire 
goods certainly worked for a factory where mid- 
night oil must have been burned incessantly evolving 
new things. I counted forty-two different items on 
that table, and the boss told me that he had per- 
sonally sold over twenty different wire articles out- 
side of fly swatters that morning. 

He had just awakened to the fact that most wire 
goods are sold by suggestion or sight. If you don’t 
believe this just take a good wire strainer and a new 
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Wire goods for the office, the store and the home 
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A miscellaneous display of wire hardware 


wire coat hanger home with you at noon and ask 
your wife if she can use them. The chances are all 
to the good that you will find her strainer breaking 
away at the edges, and you may get the chance to 
buy her a new coat to fit the hanger. The point I 
want to make is this: Wire goods are inexpensive, 
so much so that the need of them can be satisfied by 
any of your customers, but even your wealthy cus- 
tomers will strain gravy through a frayed strainer 
and beat carpets with a gold-headed cane until you 


roby 


or some other chap trims a window with wire 
suggestions or dresses up a table that will stop a 
busy customer long enough to remind her that an 
egg whip is not a luxury or that a sink strainer and 
a tea stand can be delivered to her door with a flue 
stop for a quarter. 

Yes, business is founded on confidence. Nothing 
new about that, but confidence gets a better foothold 
in the brains of folks who look on their hardware 
dealer as a live wire. If there are factories turning 


A window display of coat hangers by the Duncan & Goodell Company, Worcester, Mass., which sold the goods 











July 9, 1914 


out forty or more different items of wire goods that 
fit the sales tables in our store it’s good business to 
edge up to such factory owners with the suggestions 
that you have a little surplus cash, a few clerks who 
are idle at certain hours during the day, a little floor 
space that needs more work and a good healthy 
desire to keep the keys of your cash register more 
or less heated. 

My hardware friend sent me to the Andrews 
Wire and Iron Works and I came away with two of 
the good wire window suggestions herewith repro- 
duced. It strikes me that any one of them is worth 
more than the mosquito chewing that started this 
train of thought. 

Worcester, Mass., is so full of hardware factories 
that few people think of it as the great retail town 
it really is. The Duncan-Goodell Company are in 
the vanguard of New England’s best hardware 
stores. They are well known as distributers of the 
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very highest class goods, but get this fact—the 
Duncan-Goodell Company have time and space for 
wire goods. We are reproducing one of the wire 
displays that boosted business for them recently. 
This window probably sold more garment hangers 
than were ever sold in a single week in a New 
England town and brought thousands of people in 
direct contact with the multitude of sales tempta- 
tions in the big Worcester hardware store. 

I know some pretty good hardware stores where 
a window has never been given over exclusively to 
wire goods, and while the festive old fly makes the 
wire swatter a human interest link, why not couple 
up our other wire goods to this great American 
necessity and firmly convince the old town that wire 
goods are hardware and that we are headquarters. 
A thirty-cent customer who comes often and pays 
cash is better than the big buyer who comes once 
to leave his name on the wrong side of the ledger. 





ELECTRICAL SUPPLIES A PROFITABLE SIDE LINE 


A WIDE awake hardware merchant frequently 

sees an opportunity to build up a side line. 
For some time the Merkle-Miller Company, 3792 
West 25th street, Cleveland, Ohio, had quite fre- 
quent calls for electrical sup- 


store. The drawers are partitioned off so that each 
contains three separate pockets for different sup- 
plies. In addition to the demand for electrical sup- 
plies for residences the store sells some of these 





plies, a complete line of which 
few hardware dealers carry. 
These were not kept in stock 
and the customer was re- 
ferred to an electrical shop 
down the street. Frequently 
the customer would return 
and say the electrical shop 
did not have what he wanted. 
The mar’ who ran this shop 
was engaged in the electrical 
contracting business and did 
not care about doing a retail 
business in supplies and did 
not have a very complete 
stock. 

There are lots of people 
who prefer to do the small 
electrical installation, wiring 
and repair work in their 
homes and save the expense 
of calling in an electrician 
who in most places will make 
a minimum charge for an 
hour’s time even if the work 
takes only a few minutes. 
There is some work around 
the house, such as repairing 
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a door bell, extending a light 
wire in the cellar and putting 
on an additional lamp and 
various small repair work 
that can be done by a handy man and does not 
require the services of an experienced electrician. 
To supply the demand for electrical supplies from 
this class of trade the Merkle-Miller Company about 
a year ago put in an electrical supply department 
which has proved about as profitable as any side line 
carried in the store. In this department is kept a 
complete line of all the supplies needed in electrical 
work around a house. A show case just inside the 
entrance to the store, which is shown in the accom- 
panying illustration, is devoted exclusively to the 
display of such electrical supplies as lamps, door 
bells, push buttons, sockets and batteries. Other 
electrical supplies are kept in.a section of a dozen 
or more drawers by themselves on one side of the 


A show case display of motor accessdries in store of Merkle-Miller Company, 


Cleveland, Ohio 


supplies to factories in that section of the city. It 
does no electrical contract work, but is always glad 
to furnish a customer with information if he is not 
sure how some minor installation, wiring, or repair 
work should be done. 

The electric lamp business of the store has doubled 
since the electrical supply side line was added, the 
latter line having helped to advertise the former. 
In connection with its electrical supplies, the store 
handles Christmas tree electric lighting outfits and 
sold fifty of these outfits during the 1913 holiday 
season. 

Outside of the electrical supply line electric 
percolators, sad irons and other electrical house 
furnishing goods are carried in stock. 
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‘THE MAN OUTSIDE 


The fence between these two men was built in the 
yesterdays of their lives 


HAT picture more pitiful than that of the worn-out old man whose 
W last years of life are spent in poverty and loneliness? 


Here is a picture of thrift on one side, and reckless care-not-for- 
the-morrow extravagance on the other. 


One man sees the joys that might have been his had he not wasted his 
younger days. 


The other man, happy in his own right, sees only a poor wretched indi- 
vidual whose great sin has been to live only for to-day. 


Americans have yet to learn, as a rule, that old-fashioned virtue, Thrift. 
Thoughtless extravagance is a national sin. 

The spendthrift is not a happy person. 

Thrift makes for manhood and self-respect. 
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BUILDING A 
NEW PANAMA 


An Opportunity for Builders’ 
Supplies 


By C. T. MASON 


as a city? This is the question in which 
most Panamanians—and with them some 
English and Germans and many Americans—are 
interested in asking. The concensus of opinions, 
if one may judge by the average conversation, 
seems highly in favor of the future; and not a 
very distant future either. Commercially, when 
the city has had time to recover from the present 
reaction after abnormal conditions, it is expected 
to be a flourishing place of trade. As the great 
gateway to the Pacific—just as it was to Cathay 
in the days of old Panama—it should rank impor- 
tantly in the markets of the West. The commerce 
passing through is bound, so many think, to in- 
fluence the fortunes of the present city. Balboa, 
the new port, will not, as some merchants form- 
erly feared, detract in any way from the commer- 
cial prospects of Panama. The docks will be 
there, and at that point passengers will disem- 
bark; but that will be all. Balboa with its “heat 
of Hades” is hardly likely to prove a business 
rival to Panama city. Trade will remain at the 
old stant? because here is everything ready pre- 
pared for it. So certain of this are the majority 
that, instead of thinking now about removing to 
Balboa, most every merchant is looking forward 
to enlarging his facilities at the old location. 
One of the reasons for this optimism, as a gen- 
tleman who knows Panama very intimately re- 
minded me, is the fact that as a free port, such 
as it has been decided to make it, the city must 
reap the benefits that are common to all places 
of the kind. It will, he opines, become a distrib- 
uting point for American and European houses— 
especially the latter—whose goods, forwarded 
here in bulk and warehoused not only at Balboa 
but in Panama city, will as demand requires be 
reshipped to the individual markets along the 
coast or to China and the Philippines. This, as 
will readily be imagined, could make of Panama 
a most important trading point, not immediately 
perhaps, but as the business of the canal de- 
velops. 


\ ) . HAT will be the future of Panama City 


Building Operations Planned 


A more positive sign, however, and one which 
no visitor can fail to notice, is to be found in the 
building operations now actually in progress or 
which are planned for the near future. New 
houses are being put up and places of business 
erected. Indeed, it seems only a matter of time 
when Central avenue, the principal artery of the 
town, will be rebuilt from the railroad station 
to the Plaza, the ancient houses—some so pictur- 
esque in their Spanish architecture, but others so 
disreputably unsightly—being then removed for 
successors of a more modern and trade-like order. 
Already are there signs of this improvement of 
the avenue in the recently constructed Hotel Con- 

















The Cucaracha slide at Culebra, Panama Canal 


tinental, the Royal Mail Building at the corner 
near the railroad depot, and one or two other 
buildings in the vicinity of the square. With 
such a remodeling of the street, and a better grad- 
ing of the uneven sidewalks, the avenue, along 
which the tramway now runs, should become one 
of the most striking thoroughfares in Central 
America, and the busiest. One feature that al- 
ready lends distinction to it, and which may be 
counted a credit to its architects, is the new rail- 
road station so advantageously located in the 
plaza where the avenue begins. 

Still another index of the future when the city, 
more commercially important, will be better 
equipped architecturally, is the permanent nature 
of the buildings (for which ground has just been 
broken) that will house the exhibits of the ap- 
proaching fair. Here, on an admirable site, with 
a beautiful prospect of the bay, it is safe to pre- 
dict that these buildings will add intrinsically to 
the appearance of the city as a whole, and partic- 
ularly to that section of it where most of the 
building operations of the future will be carried 
out. For it is not towards Balboa, so much as 
toward old Panama that the city will grow, and 
this, as some suppose, until the center of the 
town—now in the neighborhood of the plaza— 
will be the railroad station and the little square 
upon which it faces. 


Real Estate People Active 


Yet another sign, which cannot be overlooked 
as indicative of the spirit of optimism, are the 
plans of certain real estate concerns—the folk 
who have conceived the addition of an entirely 
new residential section to the city. These oper- 
ators, one of which is an English concern with 
a capital of 50,000 pounds, have acquired just 
such land as seems best suited to their purpose, 
that portion of the suburbs lying partly in the 
zone and partly out of it, on the way toward old 
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Panama and near the junction of the road to 
Cruces. Washed on one side by the waters of the 
bay and facing upon the really fine road to old 
Panama, this is indeed an admirable site for a 
suburban offshoot to the town and a fair place 
for residences of the kind it is proposed to erect. 
Here, as not in the close streets of the city or 
even along the old water front, where antiquated 
dwellings overlook the volcanic rocks of ebb tides 
and the mirror-like surface of the bay at hot noon, 
here the air is breezier at all hours and the tem- 
perature more suportable in the torid months of 
summer. Also there will be, as in all such sub- 
urban property, plenty of green grass to refresh 
the eye and trees for shading and ornamental 
purposes along the streets. These last are to be 
broad, macadamized, with sidewalks, curbs, sew- 
erage, water mains and electric lighting—all the 
advantages, in fact, of an American suburban sec- 
tion. 

The older of these two companies, created some 
three years ago and known as the Panama Land 


and Development Company, has already begun the 


improvement of its property, the Bella Vista 
Estate. This is the section nearer the city and of 
which already some two hundred lots have been 
sold. Placed on the market a year and a half ago 
at the price of one dollar the square meter, at 
which 110 lots were sold in less than a fortnight, 
the price today has advanced to three and four 
dollars per square meter, according to locations. 
Some of these purchases were for cash, but many, 
to those of smaller. means, were made on instal- 
ment terms, varying from eighteen months to a 
maximum of three years or so. All deeds are free 
and clear to the purchaser, but as is desirable in 
all such property, there are restriction clauses 
preventing the erection of manufacturing estab- 
lishments, storage houses, shops, etc., except on 
lots set apart for such purposes by the company. 
The size and cost of residences, varying from 
eight rooms at $2,500 on the principal avenues, 
to three rooms at $900 on less desirable streets, 
are also indicated in the purchase contract. Asa 
further attraction to the property, as originally 
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surveyed, a considerable space was reserved for 
an amusement park, but this, at least for the 
present, has been abandoned, as has also the site 
at first proposed for a modern hotel such as the 
city may need at no very distant period. Capi- 
talized at $70,000, and with a bond issue bearing 


8 per cent. interest, the company has a paid up 


capital of $50,000—the bonds being held by Minor 
C. Keith, who controls the stock. The president 
of the concern is W. S. Gilingham; this gentleman 
with Messrs. E. G. Ford, W. Muller, R. W. Hebard 
and J. C. Forcyth constituting the directorate. 

The other company, which, as stated already, 
is of English nationality, has recently entered the 
field, their property, adjoining the Bella Vista, 
being known as the Juan Franco Estate. This, 
having an acreage of 200 acres, is larger by 50 
acres than the other and bigger lots will be of- 
fered for sale. The same improvements are to 
be carried out and somewhat similar terms will 
also be made to the public. The company, how- 
ever, unlike its older competitor, proposes to 
build for its customers, should they so desire, on 
the instalment principle, with a first and second 
mortgage security. The capital of the, concern, 
of which Mr. Gilingham acts as general manager, 
is given at 50,000 pounds, doubtless a sufficient 
capital for the purpose. 

As another instance of the certain growth of the 
city, and that in the direction indicated, it must 
be mentioned that the government, having de- 
cided to construct a modern hospital in place of 
the present one of Santo Tomas, has definitely de- 
cided to do so on land adjacent to the exposition 
grounds, but sufficiently removed from the noise 
of traffic and exposition affairs as to insure the 
desired quiet for the inmates. 

This building, already entrusted to capable hands, 
will add its share to the appearance of that sec- 
tion of the city; as will also the Asilo Bolivar, or 
national poorhouse, which it is proposed to remove 
to that vicinity and for which a new and com- 
modious building, worthy of the new Panama, will 
be erected shortly. 
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The new station of the Panama Railroad at Panama 

















THE SALEM FIRE 


Disastrous Conflagration Sweeps Massachu- 
setts City 


Photos copyright Un- A portion of the flame 
derwood & Underwood swept city 


} . 


HE fire which swept Salem, Mass., on June 25 ‘Immediate steps were taken to rebuild the 
- was the most serious disaster of its kind greater portion of the devastated territory, and 
since the San Francisco catastrophe. hundreds of thousands of relief money has been 
Eighteen thousand persons were made homeless, raised for the aid of homeless persons. 
and property valued at $12,000,000 was destroyed. Seven persons were killed and 50 injured. 


e%, 


Above shows the destruction of two Salem homes by merciless 
fire and to the right is a view of the Commons where home- 
less citizens gathered with their belongings 
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Prepared by Hardware Age Window Trimming Specialists 


Utilizing Ginger Snaps 


the windows should bear in mind in order to 
have an artistic display of hardware and one 
that will also pull business: simplicity in arrange- 
ment, harmonizing color effects and to have the 


Q HERE are three rules which the man who trims 





HERE ARE 
A Few 
SNAPS 

For 














A window suggestion 


trims, especially if they are tools and other lines 
appealing to men, as masculine as possible, devoid 
of fussy frills. 

If you can introduce some feature into your dis- 
plays aside from the actual merchandise itself that 
will have a tendency to more forcibly attract to the 
showing and assist in embedding the thoughts of the 
article and its uses or prices on the minds of the 
onlooker, your window has accomplished more than 
the ordinary showing of merchandise. 

The ideas which we give on this page each week 
are designed especially for that purpose, and if you 
will make use of them you will soon se that extra 
trade and attention to your displays will be the 
result. 











Hot Days 
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error for the 
users of the 


=? \-BEST-O 


Aitlomatie Electric Iron. 



























A good card for the warm weather season 





Our idea this week shows how a 10-cent package 
of ordinary ginger snaps may be utilized to advan- 
tage in order to forcibly call attention to some 
special values in tools or hardware. The central idea 
consists of a large sign lettered as follows: “Here 
are a few snaps for you.” Directly in front of this 
sign in a studied careless way in an open package 
of ginger snaps. 

Each of the price tickets used on merchandise 
shown should be labeled with a ginger snap on 
which the price is painted in white ink, and by 
having your white ink thick you will be able to 
make good, clear letters on these ginger snaps, and 
they will act as an unusual price attracter. 


Our Show Card Suggestion 


Novelties in show card writing are becoming very 
popular in store work. By novelties is not mean 
freaks, but some catchy addition or change from the 
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Calling attention to floor scrapers 


common show card that will attract attention as 
away from the ordinary. Quite often show cards 
laid out and lettered along the lines to the ones we 
reproduce herewith will give character and tone to 
an otherwise plain window showing. These cards 
are all embellished with illustrations taken from the 
advertising pages of HARDWARE AGE. 

Assuming that you have some knowledge of let- 
tering, arrangement and compoSition of show cards, 
you should be able to compile attractive layouts of 
the following order. 

The lettering on the illustrated cards shows a 
combination of brush and pen work. All of the 
headline words, such as “Fox Scraper” and 
‘“‘A-Best-O” are made with the brush chiseled flat. 
The remaining lettering on both cards is done with 
the Sonnecken pen, using both the upright and 
slanted letter. 
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PRESIDENT WILSON CHANGES ATTITUDE 


WASHINGTON, July 5, 1914. 
RESIDENT WILSON, while admittedly pro- 
P posing to stand fast in his announced legis- 
lative policy toward “big business,” has con- 
cluded to make a change in his personal attitude 
towards the industrial captains of the country. 

Henceforth the latchstring of the White House 
will hang on the outside and the welcome sign will 
be conspicuously displayed for any man of affairs 
who may have a substantial business message to 
deliver. 

The visit of J. P. Morgan with the President dur- 
ing the week marked a decided change in the bear- 
ing of Mr. Wilson towards the leaders in business. 
It is admitted in Administration circles that a num- 
ber of other conferences are to follow during the 
course of the next few weeks. 

One of the future meetings which has been ar- 
ranged will take place Wednesday, when Mr. Wilson 
will receive a delegation representing the Chicago 
Association of Commerce. It is said that the pur- 
pose of this conference is to discuss in an informal 
and friendly manner the pending anti-trust legisla- 
tion. 

It is reported from the White House that no par- 
ticular business problem was discussed at the meet- 
ing with Mr. Morgan, but that conditions generally 
were gone over. Mr. Morgan, in any event, ap- 
peared pleased with the result of his interview. 

It is the understanding of those near the Admin- 
istration that the President is considering the issu- 
ance of a lengthy statement covering his attitude 
towards “big business” generally, with particular 
reference to the endeavor that is being made to en- 
force competition as among the big corporate indus- 
tries of the country. 

Mr. Wilson is quite clearly annoyed at the con- 
tinuance of the depression talk and proposes to se- 
cure at first hand, and from reliable sources, the 
sincere opinions of men who are in positions to 
know the exact status of affairs at the present time, 
and the prospects for the coming months. In return 
these business men will be told that they have noth- 
ing to fear from the proposed trust legislation, and 
that, under the new laws, commerce and finance are 
not to be harrassed by the Federal Government. 


(THE Senate is still discussing the “unfair com- 

petition” section of the Newlands Federal 
Trade Commission Bill which proposes to give the 
commission power to pass upon any and all trade 
practices, and declare which shall or shall not be 
deemed to be unfair. 

Senator Borah, of Idaho, is waging a persistent 
campaign against this provision, claiming that it is 
altogether too broad and indefinite, and, further- 
more, that it places in the hands of a commission 
too large powers over the business interests of the 
country. The following extract from the address of 
Senator Borah on the floor of the Senate quite 
clearly sets forth the attitude of those opposing the 
legislation: 

“If the Senator from Illinois: (Mr. Lewis) can 
not define in advance what unfair competition con- 
sists of, if he can not advise with reasonable cer- 
tainty what constitutes unfair competition, how is 
the business world going to know, except through a 
long series of hearings and decisions running 
through the years, as under the Sherman Law, what 
constitutes unfair competition? Does not all this 
disclose that we are seeking to deal with this matter 
in an impractical way? Shall we then send out a 
roving commission into the business world to deter- 


mine what shall be unfair competition without any 
guide from us or without any power to review their 
action?” 

Senator Borah called attention to the fact that 
under the Sherman Law the business world was 
bidden to compete, and that now, under the pro- 
posed law, while still recognizing competition as 
necessary, it is to be insisted upon that such com- 
petition must not be unfair. 

Senator Newlands, who has proved himself an 
able debater during the course of the trust legisla- 
tion discussion, makes out a very good case in sup- 
port of his bill, and in reply to the criticisms of the 


- Opposition. 


In defense of the “unfair competition” provision 
Senator Newlands admits that competition is war, 
but argues that, as there may be brutal warfare as 
well as civilized warfare, so there is brutal compe- 
tion and also civilized and fair competition. While 
nations are doing their best to substitute civilized 
for barbaric warfare, so the object of the pending 
measure is to substitute fair for unfair and cut- 
throat competition wherever the latter variety 
exists. : 

“It seems to me,” argues Senator Newlands, “that 
it would be folly for us to attempt by a definition of 
each practice to cover the field, because we have the 
testimony of experts in business that unfair com- 
petition is so multiform that if we condemn 20 
practices that exist to-day, 20 more will be invented 
to-morrow. So we must have some general rule. 
The committee has adopted the very best rule that 
it could find; it relies upon a phrase that has a con- 
stantly increasing significance.” 

Advocates of the broad phraseology claim that the 
expression “unfair competition” is not a new 
phrase. They assert it is not an untried term, and 
in the processes of business can not be held to be 
an experimental phraseology, but that it is a mere 
adaptation of expressions from the decisions of 
courts which have come down as expressive of cer- 
tain conduct. Therefore, it is insisted, the business 
world will have to recognize the meaning of the 
term as it has been defined with reference to trade 
practices. 

The gist of the discussion in the Senate of the 
Federal Trade Commission Bill is to the effect that 
the Sherman Law, if it were thoroughly enforced, 
would amply cover and take care of all unfair trade 
practices. It seems to be agreed that such enforce- 
ment has not been, and is not now, whole-heartedly 
undertaken. 

The reason for this laxity is quite pointedly put 
by Senator Borah, who stated that the failure of the 
existing law to correct corporate evils lay in the 
fact that crises intermittently arrive when business 
and politics feel that it is necessary to adjust their 
differences. This is due to the fact, the Senator 
argued, that the country has not yet arrived at the 
time when it is willing to deal with this subject in 
the only way in which it can be dealt with effect- 
ively. 

Despite the criticism of the Newlands Trade 
Commission Bill, particularly the opposition. to the 
“unfair competition” section, it is conceded that the 
measure will go through the Senate within the next 
few days. The House it is believed, will accept it 
without any prolonged opposition. 

Any merchant interested and desiring copy of the 
speech of Senator Borah of Idaho, in opposition to 
the Newlands Federal Trade Commission Bill, will 
no doubt have one promptlv mailed him upon appli- 
cation to his Senator or Congressman. 
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The Real Thing 


HE cub reporter saw a hearse start away 
from a house at the head of a funeral 
procession. 
; “Whose funeral?” he inquired of the cor- 
ner storekeeper, who was standing near his 
oe | door, gazing at the conveyances. 
“Chon Schmidt.” 
“John Smith!” exclaimed the cub. “You don’t mean 
to say John Smith is dead?” 
“Vell, py golly,” said the grocer, “vot you dink dey 
doing mit him—practicing?”—Exchange. 





No Bible Student 


ERCIVAL H. DODGE, the well-known diplomat, 
said at Niagara Falls to a newspaper cor- 
respondent: 

“Diplomacy, like any other profession, requires train- 
ing; and he who attempts to step from his law office 
or his factory straight into the diplomatic world is apt 
to commit a few solecisms. 

“Yes, he is apt to show a diplomatic ignorance, sim- 
ilar to the Biblical ignorance of Senator Blanc. 

“Senator Blanc, you know, accused the senate chap- 
lain of plagiarism. He declared heatedly, as to the 
prayer just uttered by the chaplain, that he had heard 
it, almost word for word, at a funeral three years 
before. 

“Investigation proved that it was the Lord’s prayer 
to which the Senator referred.”—Exchange. 


A Great Future 


F IRVING FLETCHER, the after-dinner speaker, 
e said at a banquet at Delmonico’s in New York: 

“Mankind is only just beginning to realize the vast 
possibilities of advertising. Advertising is an instru- 
ment on which, as it were, we have only learned to 
strum one-finger exercises. We no more grasp the full 
use of advertising than Calhoun Clay grasped the full 
use of the foot-rule. 

“ “Here, Cal,’ the old man’s master said, ‘take this 
foot-rule and measure that marble seat in the garden 
for me.” 

“Cal said on his return: 

“*The seat is the length of the rule, sir, with three 
fingers over, and this piece of string, and the breadth 
of my hand and arm from here to there, barrin’ a 
thumb.”—E xchange. , 


Pleasantries 


YO Irishmen were working on the roof of a build- 
ing one day when one made a mistake and fell to 

the ground. The other leaned over and called: 

“Are you dead or alive, Mike?” 

“T’m alive,” said Mike feebly. 

“Sure, you’re such a liar I don’t know whether to 
believe you or not.” 

“Then I must be dead,” said Mike, “for you would 
never dare to call me a liar if I wor alive.”—E-zchange. 


Efforts All in Vain 


¢¢T TOLD Mrs. Grimpus she didn’t look a day older 
than she did a year ago and she got mad.” 
“No wonder. She spent the past twelve months try- 
ing to make herself look ten years younger.”—Balti- 
more Sun. 
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Obedient Willie 


age teacher wanted some plums in order to give an 

object-lesson during school hours, and, calling one 
of the small boys, she gave him ten cents and dispatched 
him to the fruit-stand down on the corner. 

“Before you buy the plums, Willie,” she cautioned, 
“‘you had better pinch one or two to make sure they are 
ripe.” 

Little Willie flitted away. Soon he came back and 
smilingly put the bag on the teacher’s desk. 

“Oh, thank you, Willie,” said the teacher, taking up 
the bag. “Did you pinch one or two as I told you to 
do?” 

“Did 1?” was the gleeful response. “I pinched the 
whole bagful, and here’s your ten cents.”—Ladies’ 
Home Journal. 


The strength of a small mind is only stubbornness.— 
Exchange. 


Short 


HE high-born dame was breaking in a new footman 
—stupid and honest. 

In her brougham, about to make a round of visits, 
she found she had forgotten her bits of pasteboard. So 
she sent the man back with orders to bring some of 
her cards that were on the mantelpiece in her boudoir 
and put them in his pocket. 

At different houses she told the footman to hand in 
one, and sometimes a couple, until at last she told 
James to leave three at one house. 

“Can’t do it, mum.” 

“How’s that?’ 

“T’ve only got two left—the ace of spades and the 
seven of clubs!”—E«achange. 


Brains rarely ever cause a swelled head.—Macon 
Telegraph. 


Perfectly Good Reason 


_—- the employees whose duties are supposed 
to be discharged in the rear of a certain shop in 
Baltimore, while the proprietor looks after matters in 
front, are a couple of darkies, who occasionally “take 
things easy.” 

One afternoon they were engaged in a quiet game of 
seven-up on a barrel, when they were startled by the 
sudden appearance of the boss, whom they supposed to 
be in his usual place in front. 

The boss was angry. “How is it,” he demanded, 
“that I find you fellows playing cards?” 

“TI don’t know, boss,” was the response of one of the 
darkies, “unless it’s on account of them rubber heels 
you is wearin’.”—Lippincott’s Magazine. 


You can’t measure what a person says by the num- 
ber of words he utters.—Exchange. 


Restricted 


HE father of a large family of children was trying 
to read the evening paper. 
“What’s that terrible racket in the hall, Martha?” 
“One of the children just fell downstairs.” 
“Well,” he replied, turning over another page of the 
paper, “you tell the children if they can’t fall down- 
stairs quietly, they’ll have to stop it.”—-Lippincott’s. 











PUBLICITY FOR THE RETAILER 


Story of a Successful Opening—Oklahoma Dealer Voices Advertising 





GRAND OPENING 


RECHLIN 


HARDWARE CO. 


Bay City. Michigan 





Thursday, May 28th, 1914. 
Afternoon and Evening 


Music 2 to 5 and 7 to 10 P. M. 


We hereby wish to extend to you a most cordial invi- 
tation to attend the Grand Opening of our newly remodeled 
store. 


We have installed an Electric Passenger Elevator of 
the latest type: a new and improved Lighting System: con- 
verted our Third Floor, as well as the Basement, into Sales 
Floors, which gives us now over 17,000 square feet of 
floor space; added new Show Cases. and re-decorated the 
entire building. 


These improvements have made our store into one of 
the finest and most up-to-date hardware stores in the State. 


We would like to have you with us on this great day. 
FRED A. RECHLIN 


WALTER CGC. RECHLIN 
ARTHOR J. RECHLIN 











No. 1—I nvitation sent to customers, friends, manufac- 
turers and jobbers, by the Rechlin Hardware Company 


A Remodeled Store Opens with Great Success 


No. 1 (5 in. x 6% in.). This invitation was 
printed on regular note paper, enclosed in an 
envelope to match and mailed to all the customers 
and friends of the Rechlin Hardware Company, Bay 
City, Mich. Manufacturers and hardware jobbers 
also received copies of the invitation. This invita- 
tion in connection with a large newspaper ad made 
the reopening of the Rechlin firm something to be 
remembered as a business achievement. It should 
be of interest to you to read over some of the 
details of this grand opening, which are given us in 
a letter from the Rechlin people. The letter, in 
part, is as follows: “The evening before our open- 
ing, May 26, we ran a special three-page ad. This 
was the largest individual ad ever written in this 
city. On the first page were photographs of the 
members of the firm and the employes, with a his- 
tory of each individual. This resulted in bringing 
to our store a large number of friends of our em- 
ployes who desired to congratulate them upon their 
success. We feel confident that the money spent in 
issuing this special ad was well invested. The ad 
brought us many compliments. A large number of 
manufacturers’ and jobbers’ representatives were 
with us on the opening day, which helped to make 
the opening a great success. The visitors were 
given useful souvenirs. On the first floor was placed 
an orchestra composed of the best musicians in the 
state, and they rendered fine selections during the 
afternoon and evening. On the third floor they 
could see our large lines of galvanized ware and 
tinware, also lawn mowers, screen doors, coaster 
wagons, velocipedes, sulkies, etc., which were dis- 
played in a very attractive manner. On this floor 


we also have our toy department, which has been 
made a feature by this firm, and this was of great 
interest to the children. On the second floor we 
had our large line of furniture. On the first and 
main floors the visitors saw our main lines and the 
sporting goods department. In the basement they 
saw our newly constructed stove room. We have 
taken one-half of our basement and put up a plas- 
tered partition so as to make the room dust-proof. 
The walls were tinted with an orange color, and the 
steel ceiling was painted perfectly white. The 
stoves were placed on red platforms, the legs sitting 
on nickel-plated stands. This made a very fine dis- 
play. One of the improvements, the installing of a 
new electric passenger elevator of the latest type, 
proved very successful, the elevator running from 
the basement to the third floor. The elevator was in 
charge of a competent elevator attendant in uniform. 
The new lighting system is according to the latest 
standards, making out store a ‘daylight’ store at 
night. We have an arrangement by which we light 
our window lights on the three floors, giving us 
much more window display. Our windows are 
changed weekly. On the first floor we have added a 
hundred feet of new silent salesmen showcases, 
which gives us more room and enables us to make a 
better display of our goods. In the window we 
have had new showcases built, which act as a back- 
ground. The doors leading into the window are of 
French design and electric lighted.” 


A Well-Planned Hot Weather Ad 


No. 2 (2 cols. x 121% in.). This attractive ad 
comes to us from the Lamm Hardware Company, 
Afton, Okla. As a whole, it is happily written and 
adequately illustrated. The electric fan copy and the 
refrigerator text are especially worth reading over 
if you are on the trail of new ideas. We quote some 
interesting information from a letter sent us by 
the Lamm firm under signature of Gus Lamm. 
Mr. Lamm writes: “We run these ads weekly and 
change them weekly. We have a quantity of dodgers 
printed from the ad form. The first week we use 
one side of sheet—the second week we put one ad 
on the other side of this same sheet. The next two 
weeks we have our two ads on another sheet and we 
then mail these two sheets containing our four ads 
to our customers. We keep a good mailing list, ard 
consider this form of advertising good, and the 
result is we have the cream of the business in our 
district.” This letter suggests an idea which entails 
very little expense to try out, and the results 
obtained by the Lamm firm would seem to fully 
justify a tryout by any hardware merchant located 
in the country. In sending out the two sheets the 
merchant is virtually mailing to his customers each 
month a small catalog. On the letterhead of the 
Lamm Hardware Company there appears behind the 
signature the picture of a lamb and the slogan, “We 
never fool the public.” The one we would use more, 
the other we would discard. The picture of the 
lamb could easily be worked in the newspaper signa- 
ture, and its use in newspaper ads would give it an 
immense trade-mark value. The catch-line before 
mentioned is ambiguous—one cannot help but feel, 
upon reading it, that the public beat the Lamm 
Company to it. “Always Busy” and the portrait of 
the lamb would be a far better working combination. 
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“ALWAYS BUSY” 





| LANI'S | | LAMM'S 


WHY DREAD 


The Hot Summer Months 


That are nearly here, when a small sum of money will get 
the SUMMER NECESSITIES that will give health 
and comfort to yourself and family? 


G-E Electric Fans 


THE WORLD'S BEST 

The Electric Fan reduces discomtort by keep- 
ing the air in a room in motion and thus in- 
creasing evaporation and ventilation: excel- 
lence of materia! and construction, quality of 
finish, and detail of adjustment embodied in 
G-E Electric Fans have resulted in an enor- 
mous increase of sales, indicating that purch- 
asers are able and willing to discriminate be- 
tween that which is good and that which is 
merely expensive. Wecarry in stack the 8-inch, 
12-inch and 16-inch fans at the lowest possible 
retail price. 


Why Use the Hot 
Point Electric 
Tron? 


Handy, economical, Jabor- 
saving, time saving, clean, cool 
and efticient. Guaranteed for 
ten years. Price, $3.50 


















































Hammocks 


That will] last you longer and 
give better service. 
From $1.50 to $5.00 

















See our DOUBLE QUICK Ice 
Cream Freezers @ Water Coolers 











The Quick Meal 


Gasoline Ranges are the self-yeneratiny 
style. You light it the same as you would 
for natural gas. Prices from $2,75 up. 
The new 1914 Gas Range, like cut, $27.50 

We also carry a complete stock of Quick 
Meal Oil Stoves. 








The Famous 
Herrick 


THE DRY AIR SYS- 
TEM—The air inthe Herrick 
‘s kept dry and sweet because 
the Herrick is constructed in 
such 4 manner that when fill- 
ed with ice the air begins to 
move—to circulate just as if 
it was moved by afan. This 
is an importaot feature as it 
keeps the provisions . sweet 
and at the same time picks up 

oisonous matter and Carries 
it Off through the drain tubes. 
We would like an opportun- 
ity to explain this feature more fully, and we solicit w call at the store 

GENUINE O CABINET—Odorless spruce or white enamel 
lined. Wire shelves. All shelves and drain parts removable and 
easily cleaned. Hinges and clutches are extra heavy brass, nickel 
plated. Walls are packed with mineral wool and moisture-proof 
paper to kecp out warm air and save ice. 

Same as cut but with two doors, $16.00. 





WATERLOO, IOWA 


ery economical. 





Lamm Hardware Company 


“ALWAYS BUSY 





No. 2—Well worth reading over if you are on the trail 
of new ideas 


Snappy Talk on Oil Stoves 


No. 3 (2 cols. x 10 in.).. Hardware Holcomb of 
Michigan sends along this ad, devoted in the main 
to oil stoves of the Wedgeway brand. Holcomb 
has arranged his ad in manual form, and there is 
not a dull moment while you are reading his crisp 
declaratives and his terse questions, with their 
snappy answers. The answers are so brief and so 
simply worded that there doesn’t seem much of 
anything left for the reader to do but to get the 
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OIL STOVES! 


Uses Less Oil and Gives More Heat 


Yesterday is dead! Forget it. 

Tomorrow does not exist! Don’t worry. 

Today is here! Use it by coming to Holcomb’s 
for that oil stove you have wanted so long. 

Why come to Holcomb’s? Because he has the 
best and most satisfactory stove in town. 

What is it’s name? Wedgeway. 

Why is it better? Because of the short burners. 

Are they better? Yes, they give more heat on 
less oil. The blaze comes up directly in contact with 
dish just where you want it. 

Some say they smoke! No they do not. Why 
should they any more than any others. I garantee 
them not to. Ask those using them. I can furnish 
you a list of every one. 


Holcomb’s Goods Are Always Right 


REMEMBER ME FOR 
Screen Doors Wire Fence 
Window Screens Washing Machines 
Wire Cloth Single Harness 
Lawn Mowers Double Harness 
Garden Hose Bicycles and Supplies 
Hammocks Roofing 
In fact every thing you need in my line. 
We aim to please 





Hardware Holcomb 





No. 3—There is not a dull moment while you are read- 
ing the crisp declaratives and terse questions with their 
snappy answers 


stove. The wind-up of the ad is good, too; it doesn’t 
seem to interfere with the oil stove presentation, 
and it gives the ad a much broader scope by listing 
twelve other lines. 


W. J. Henry of the former Henry & Allen hardware 
concern and R. L. Robinson, formerly manager of the 
Henry & Allen company, have bought stock in the 
Omaha Heavy Hardware Company and changed the 
name to the Henry & Allen Heavy Hardware Company, 
increasing the stock from $100,000 to $125,000. Mr. 
Robinson will be sales manager of the new concern and 
W. E. Worley, formerly manager of the Omaha Heavy 
Hardware Company, will be retained as manager. The 
new firm will have temporary quarters at Nineteenth 
and Pierce streets, Omaha, Neb., where the manufac- 
turing department of the plant will be maintained. 
Later the company will establish a store in the retail 
district. 


THE HEeERo Mrc. COMPANY, KENSINGTON, PA., manu- 
facturer of drawn and stamped metal ware, has estab- 
lished an office in the Harrison Building, Fifteenth and 
Market streets, Philadelphia, which will have sole 
charge of selling the company’s product and handling 
its advertising and kindred business. 
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-intermixture of error. 


KDITORIAL COMMENT 


The Sentiment Against Middlemen 


ONE of the obvious tendencies in popular 

thought, which reflects itself sooner or 
later in legislation, is to get rid of the middle- 
man. This comes in largely in connection with 
the problems concerning the high cost of living, 
and the idea that this would be reduced if 
goods, whether manufactured or raised by 
agriculturists, could be obtained by the ulti- 
mate consumers as directly as possible from 
the producers in factory or on the farm. 


The difference between what the householder 
pays for his supplies and what the farmer re- 
ceives for them is supposed to represent what 
has fallen into the lap of the middleman, who 
is held up to execration more or less severe, as 
the cause of the high prices. The disposition is 
to regard him as a parasite on the commercial 
activities of others, and one who adds materi- 
ally to the burdens of those who find them- 
selves confronted with the growing expensive- 
ness of life. Hence there is on many sides the 
effort to get rid of the middleman in expecta- 
tion that when he is eliminated the producer 
will receive much more for his products, and 
the consumer at the same time purchase them 
at much lower prices. 


To what extent the middleman is to be held 
responsible for the unpopularity in which he 
finds himself, and how far the evils of which 
the public complain are the natural fruit of an 
unfortunate system, are questions into which 
we cannot enter now. The subject, however, 
is a good one for careful students of economic 
conditions and tendencies. | 


In this connection we regret to have to say 
that distributors of hardware, as well as dis- 
tributors of other lines, are in no uncertain 
peril. It is a fact of vital concern to our read- 
ers that there is a disposition on the part of 
those who are seeking a short cut in the pur- 
chase of merchandise to group all merchants, 
wholesale and retail, under the obnoxious title 
of middlemen. Efforts are made on every hand 
to buy goods direct. The farmers are planning 
for the purchase of a large variety of articles 
and commodities through their associations in- 
stead of through the regular trade. The en- 
deavor is to get around the regular source of 
supply, and obtain goods at lower figures by 
avoiding the merchant’s profit, even though in 
many cases it be little more than the expense of 
the intermediate handling. 


In much of this thinking there is a large 
The retail merchant is 
justified by the fact that his work in supplying 
goods is, all things considered, advantageous to 
the general welfare, and in the last analysis is 
a cheap and efficient way of distributing goods 
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and bringing them within the reach of the 
public. 


In a similar way the jobber is justified by 
the substantial service he renders, and the fact 
that he is in a position to aid retail merchants 
in keeping up their stocks most conveniently, 
and at the least expense. It would be another 
matter if it were found that the jobber is an 
expensive rather than an economical source of 


supply. 


But without going into the question as to 
the usefulness of the middleman, the evils which 
have developed under the prevailing system, 
and the changes which may be anticipated, and 
for which both merchants and the public should 
work, we now simply call the attention of the 
retail merchants of the country to the fact 
that there is in the loose popular thought on 
the subject, and in the almost equally loose and 
haphazard legislation, a disposition to treat 
merchants as middlemen, whose business is to 
be looked on with suspicion and whose activities 
are to be curtailed rather than extended. We 
regret the tendency, and consider it un- 
fortunate. It is, we believe, founded on error 
and misapprehension on the part of the public, 
who regard the subject very superficially, and 
often under the lead of politicians or others 
who have an interest in furthering a new order 
of things. 


But it is important for the retail merchant 
to recognize the fact that he is so generally re- 
garded as a middleman, and to learn to take 
care of himself in the presence of this attack 
which threatens to add to the difficulties by 
which hs is surrounded. But we must leave 
to another issue the discussion of this subject 
in some of its important practical bearings on 
the position and policy of merchants, whole- 
sale and retail. 


The income tax brings in fifty millions short 
of expectations. Too many of the income boys 
prefer to put it into gasoline. 


What Are Business Prospects? 


(CONSTANTLY since January 1 HARDWARE 
AGE has kept members of its editorial staff 
in the field traveling from state to state, from 
city to city, and from town to village interview- 
ing hardware dealers and collecting valuable 
editorial material for its reading pages. 


In addition to this important work these 
practical hardware editors have been keeping a 
careful record of crop conditions, and of the 
outlook for hardware business in the months to 
come. During the past 60 days we have visited 
great numbers of hardware dealers in most of 
the agricultural states, and have kept in close 
touch through the mails with hundreds of other 
merchants who are admirably equipped to give 
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reliable information regarding present business 
conditions. It may prove something of a sur- 
prise to many to know that in the face of the 
general “Depression-in-Business” talk that the 
real hardware merchants of this country are as 
a whole doing nearly a normal business, and 
that prospects for exceptional fall business are 
bright. 


There are no wiser or more careful buyers in 
America than the hardware jobbers. These 
large concerns of necessity buy earlier than the 
retailers of hardware, and their purchases are 
made only after most careful investigations. 
The traveling salesmen of these jobbing houses 
cover the United States thoroughly, going to 
the most remote settlements, as well as the 
more thickly populated centers. These men 
have been making their reports to their respec- 
tive houses on the outlook for fall business, and 
these reports coupled with the exceptionally 
low prices which now prevail in hardware mar- 
kets, have started a buying movement that has 
indications of assuming large proportions. 


Oliver Bros.’ market condition letters are ac- 
cepted by American hardware jobbers as sane 
and sound to a marked degree. The opinions 
expressed in such a letter mailed to the clients 
of Oliver Bros., this week are so logically pre- 
sented and coincide so thoroughly with HARD- 
WARE AGE investigations, that special attention 
is called to this letter, which is reproduced in 
this issue of HARDWARE AGE. Of course every 
dealer must decide for himself what is best for 
his particular business, especially in regard to 
the purchase of goods. 


A Suggestion for Law Makers 


QArs and Sane Fourth of July celebrations 
| have done much to decrease the horrible 
death harvest of boys and girls who welcome 
the noisy, dangerous cannon cracker method of 
expressing their patriotism on the Nation’s 
birthday. For several years the idea of “safety 
first’ has been most practically applied in vast 
numbers of American cities and towns, and the 
needless toll of little lives has been very mate- 
rially decreased. 


There is, however, a comparatively new 
menace to child life that has grown to alarming 
proportions during the past ten years, and that 
is the automobile driven by the speed maniac. 
As the death rate from fireworks has decreased, 
the number of lives crunched out by heavy rub- 
ber tires has increased, and to such an extent 
that every state in the Union should enact dras- 
tic laws to check this frightful harvest. Laws 
should be enacted and vigorously enforced to 
curb the automobile driver whose desire to 
speed too often takes absolute control. 


On holidays such as the Fourth of July, great 
mumbers of children are bound to be on our 
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streets and highways. It is as natural that the 
children of people who do not own cars should 
be there as it is that car owners should take 
their little ones out for a holiday spin. Any 
man who drives an automobile knows this, yet 
it is a criminal fact that child pedestrians have 
learned to be more careful than mature automo- 
bile drivers. The gruesome death harvest of 
this month supplemented by the longer list of 
those injured by the reckless drivers amply 
demonstrates that the Grim Rubber Tired 
Reaper should be given most serious considera- 
tion by those good citizens who would extend 
safety and sanity to the Nation’s highways. 


A certain chauffeur in New York has been 
arrested four times for speeding during the 
past thirty days. He has been fined twice, and 
on the other occasions escaped with a repri- 
mand. A New Jersey driver has been arrested 
for speeding three times this year, and has 
escaped fines every time. In a garage in Ohio 
recently a chauffeur congratulated himself be- 
cause he had been arrested for speeding, but 
was let off because it was his first offense in 
that particular village. He concluded by saying 
“it’s mighty lucky for me that the old Judge 
didn’t know I’ve been pinched in two other rube 
towns this month for hitting her up.” “Yes, 
and it’s might lucky he didn’t know about your 
running over that peddler last fall,” remarked 
one of his cronies, “nor about your spill on that 
joy ride New Year’s night,” said another. 


This conversation demonstrates clearly why 
speeding is unchecked, and why death rate from 
this cause increases. Our lawmakers and our 
law enforcers in the various states need closer 
co-operation. Here is the remedy that can be 
made to make our streets and country roads 
safe. It is a simple remedy to cut down the 
death toll, as it cuts down the number of speed 
crazed citizens at the steering wheel. 


Every automobile driver is forced by law to 
secure a driver’s license. When a driver is 
arrested the first thing an officer or a judge 
asks for is that driver’s license. It is always 
with the car. These licenses should be stamped 
with the date, place and time of every arrest for 
speeding. The license card should tell the story. 
Perpetual offenders would then find it more dif- 
ficult to get away on a good story and “first 
offenders” in one town would be plainly branded 
as “old offenders” in other places and could 
be given just punishment. By this same system 
of checking infractions. of the law, licenses 
could be revoked for a certain number of of- 
fenses. This would be justice. It would put 
the strong arm of law and order on the shoul- 
ders of thousands of care-free devils who think 
more of an open throttle than of the lives of 
the children who dot our roadways every holi- 
day. Stamp the licenses, and you will stamp 
out the speed maniac. Suggest this thought to 
your lawmakers and you will perform a serv- 
ice to your commonwealth. 




















Trade Conditions and Iron, Steel and Hardware Prices 





It is firmly believed that in the second 
half of the year the volume of business will 
be materially larger than the first half on 
iron and steel products. 

Good sized orders for steel cars have been 
placed lately. 

Pennsylvania Railroad has ordered the 
building of 84 locomotives. 





MARKET SUMMARY FOR THE BUSY READER 


Illinois Central has ordered 5000 kegs of 
railroad spikes. 

Seasonable hardware goods are moving 
out in fairly large quantities. July and 
August are expected to be quiet. The last 
four months of the year promise to be more 
active. 

Collections better than they have been. 

Money very plentiful in the banks. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., July 6, 1914. 

HE first half of 1914 is now history, and it is not 
very pleasant reading for those connected with the 
iron and steel and hardware trades. During the first 
six months prices on all lines of iron and steel products 
ruled low, and the volume of business was light. It is 
firmly believed that in the second half of the year the 
volume of business will be materially larger than in the 
first half, and the feeling is more hopeful for future 
business than for some time. The one great draw- 
back in the steel business for a year or more has been 
the fact that the railroads have been buying very few 
materials, such as cars, rails, engines and track equip- 
ment in general. Lately some good sized orders for 
steel cars have been placed and it is almost certain 
that the railroads are going to buy a larger amount of 
iron and steel products in the second half of 1914 than 
in the first half. The Pennsylvania Railroad has just 
placed an order for the building of 84 locomotives at its 
Juniata shops at Altoona, Pa., these to be built at the 
rate of 15 per month from July to November, and nine 
in December. The Illinois Central Railroad has just 
placed an order with a local maker for 5000 kegs of 
railroad spikes for prompt delivery, and it is under- 
stood that other good sized orders for steel cars and 

track equipment may be placed in a short time. 

The Pennsylvania Railroad has just announced that 
its rail requirements this year will be 153,042 tons, a 
much larger tonnage than this road bought last year. 
On some lines of finished products, notably sheets, new 
demand and specifications are much better and opera- 
tions of the mills and shipments are heavier. Some 
large orders for pig iron have been placed, including 
one for 35,000 tons, bought by the Wheeling Mold & 
Foundry Company to be used in making the segments 
for the East River Tunnel, and this purchase has had 
a good effect on the local pig iron market. 

Jobbing and retail hardware houses all report the 
usual mid-summer dullness in the trade, and while 
July and August are expected to be quiet, the feeling 
for the last four months of the year is that business 
will be more active. There is a good demand for sea- 
sonable lines of hardware and goods are moving out in 
fairly large quantities. Traveling men are sending 
in a good many orders, but as a rule they run small 
and keep the volume of business down. It is a notice- 
able fact that the hardware trade in this city is paying 
more and more attention to window displays, some of 
which are very creditable. One local hardware house 
that makes a specialty of handling washing machines, 
has an elaborate display in its show windows, show- 
ing the machine in operation and the ease and com- 
fort with which it is operated. The president of this 
concern stated the other day that this display was re- 
sponsible for some splendid sales of washing machines, 
and the exhibit is very attractive to passers-by. As 
soon as the rate decision is out of the way, and this is 


looked for on Friday, July 3, or Saturday, July 4, it is 
believed it will be a great impetus to business. 

Collections are reported fairly satisfactory, and in 
fact are better than for some time. Money is very 
plentiful in the banks, and customers are securing ac- 
commodations with less trouble than usual. 

WIRE NAILS.—This is the hight of the dull season in 
the wire nail trade, and as a result the new demand 
is light and only for small lots. Mills report that con- 
tracts taken some time ago have been pretty well 
cleaned up. The American Steel & Wire Company has 
just completed the building of a large wire and wire 
nail factory in the Birmingham, Ala., district, and an- 
nounces that a differential of 15c. per keg in prices of 
wire nails at Birmingham above Pittsburgh will be 
maintained. In other words, when wire nails are $1.50 
per keg in Pittsburgh, which is the price at present, the 
quotation will be $1.65, Birmingham. 

We quote wire nails as follows: in carload lots, $1.50 to 
$1.55, f.0.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. ; 

Cut NaILs.—New demand is confined mostly to small 
lots to cover current needs, but the demand from the 
South is fairly active. Specifications are fair, but 
shipments of cut nails by the mills are not very heavy. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.o.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 

BARB WIRE.—There is practically nothing doing in 
barb wire, this being the dull season, as the farmers are 
now in their fields harvesting their crops, and this trade 
will be dull over the next several months. A good fall 
trade is expected, as this promises to be a very pros- 
perous year for the farmers. 

We quote painted barb wire to jobbers, $1.50 to $1.55; 
galvanized, $1.90 to $1.95 in carloads to jobbers, usual terms, 
freight added to points of delivery. Jobbers charge the usual 
advances for small lots from stock. 

FENCE WIRE.—Makers of fences are now beginning 
to make plans for the fall trade and some contracts 
are being made for fence wire with the mills for fall 
delivery. The outlook is that a very large amount of 
new fences will be erected in the fall after the farmers 
are through harvesting crops. 

Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.30 to $1.35 base; gaivanized, $1.70 to 
$1.75, with the usual advances charged to jobbers for small 
lots from store. 

TIN PLATE.—Specifications from packers have fallen 
off lately, and as a result some of the tin plate mills 
are running at a lighter rate of operations than for 
some time. However, most of the tin plate mills now 
have enough orders and specifications on their books to 
take their output over the next several months. Only 
small lots for prompt shipment are being placed. 

We quote 100 lb. cokes at $3.30 to $3.40 and 100 Ib. ternes 


at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 
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IRON AND STEEL BaArs.—Reports are that the Inter- 
national Harvester Company, probably the largest in- 
dividual consumer of bars in this country, has placed 
some contracts for steel bars for delivery over this year 
and running into next year on a sliding scale basis, but 
several of the leading Pittsburgh makers of steel bars 
disclaim having taken this contract. Some heavy sales 
of steel bars were made recently for delivery in the 
third quarter and over last half of this year. The ab- 
solute minimum in the market in steel bars in large lots 
and for prompt shipment is 1.10c., but 1.15c. is asked 
for third quarter and 1.20c. for second half of the year 
by several mills. 

We quote steel bars at 1.12%6c. to 1.15¢c. and common iron 
bars at 1.25c. to 1.30c., f.0.b. makers’ mills, Pittsburgh. Regu- 
lar extras for twisting reinforcing steel bars over the base 
price are as follows: % in. and over, $1; % to 11/16 in., 
$1.50; under % in., $2.50 per net ton. These extras are not 


always observed and mills that roll steel bars from old rails 
sometimes entirely omit them. 


NuTs, BOLTS AND RIVETS.—Several makers report a 
better demand for nuts and bolts, and as this is the 
season when contracts are made for the last half of the 
year, a large amount of business has been placed and 
makers of nuts and bolts have more orders on their 
books than for some time. It is said that discounts are 
being very well maintained. 


We quote button-head structural rivets at 1.60c. to 1.65c. 
and cone-head boiler rivets at 1.70c. to 1.75c., in carload lots, 
an advance of about $2 a ton over these prices being charged 
for small lots. Terms, 30 days net, less 2 per cent. for cash 
in 10 days. Discounts on nuts and bolts are as follows in 
lots of 300 Ib. or over, delivered within a 20c. freight radius 
of makers’ works: 


Cenem OG te BOPOWE. oo seis ce etc ece 80 and 5% off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads... 2 and 5 To off 
Saree Ge We ck 0 chews cdews Wh e's 5 and 5 ge off 


Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads...80 and 10% off 
RATS TRIS DOGG os 6 oon nee cane? 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small......... 80% off 


Machine bolts, c.p.c. & t nuts, -large.... 
Square h.p. nuts, blanked and tapped... .$6.30 off list 
Hexagon nuts $7.20 off list 
C. and r. sq. nuts, blanked and tapped. $6.00 off list 
Hexagon nuts, % and Ee ee et $7.20 off list 
Hexagon nuts, smaller than % in....... 7.80 off list 
Ck Bee GS DER. bc Sen ct cos sewoss 5.50 off list 
C7 Se: BIO WORD so. os. 38 00 caieee $5.90 off list 
Semi-fin. hex. nuts, ™% in. and wees: 
,10 & 10% off 
Semi-fin. hex. nuts, 58 in. and aa, 85 & 5% off 
Rivets, 7/16 x 6 i, smaller & shorter. 80, 10 & 5% off 
Rivets, metallic tinned, bulk...... oa 10 and 10% off 
Rivets, tin plated, RC. aeaoaw’ 0,10 and 10% off 
Rivets, metallic tinned, packages.. $6.10 and 5% off 
Standard cap screws , 10 and 10% off 
Standard set-screws 75,10 and 10% off 


STANDARD PipeE.—There has been a very material in- 
crease in the demand for merchant pipe and also for 
line pipe used in large gas and oil lines. The National 
Tube Company has taken some large contracts, among 
these being one order for 30 miles of 12-in., 25 miles of 
15-in., five miles of 20-in., 30 miles of 6-in all to be used 
in large gas lines, and also 170 miles of 10-in. for an 
oil line, and reports are that this pipe is to be shipped 
to a foreign field. Discounts on iron and steel pipe are 
being firmly held. 

The following are the jobbers’ carload discounts on the 


Pittsburgh basing card on steel pipe in effect from April 20, 
1914, and iron pipe from June 2, 1913, all full weight: 


Butt Weld 


Inches black y> Inches ail Galv. 
%, %& and % 73 2% wh Oe 4a «sess 66 47 
Be ex cw oO Bee. Oe 77 6644 ne teh ta ke as bata 65 46 
_ 2 2 errr rye 80 7114 i id ite Gahan wales 69 56 

Fs Ob Fee waves 72 61 
Lap Weld 
2 coer eer ee eee ees 77 6814 1% eceoeceoeee ee ese 56 45 
oR Se ee 79 70% BO fake dew 67 56 
ae SS ee 76 OGG FD cic ie eee was 68 58 
Ee OO oe «ats b eh 53 es ae ar ae 70 61 
414 to aS ie kinks 70 61 
T Oe Re ails hanced 68 55 


Reamed and Drifted 


1 » 3, butt Lb 69% | 1 to 1%, butt... 70 a9 
ES a eee 5 661%, | 2, butt See he nae 59 

2 i o ‘te 6, lap 77 681% Coes OE wcakeaade 54 43 
Ae 65 54 

ie a ere re 66 56 

2% to 4, lap. 68 59 

Butt Weld, extra strong, plain ends 

%, %& and &... 68 SEM. 2° Si eerie ct tH 63 52 
af Sens igen we 73 661, Die anit aaente aeeitglane 67 60 
% to 1%....... 77 70% . BAL ORAS 71 62 
BOO seeed ands 7 71% eo .  eer 72 63 


o> 
~] 


Lap Weld, extra strong, plain ends 


2 seeees es Ske ve 74 Geet BOR sacs ddd whee a 65 59 
B% tO 4 vices’ 76 of Be ee aerrrwren. 66 58 
7 hoe ere 2 75 \%y . ke 2 See 70 61 
OO dee oo os cod 68 576 O25 SD. bdwdiwes 59 53 
-* 2 EPO 63 92% | 7 tO 8 ..ccceees 63 53 
ae oS WRN eae 58 47 
Butt Weld, double extra strong, plain ends 
aes ote ata’ eke 63 561% Betas tas wo eae ee 57 49 
% to 1% ...... 66 59% 7 OO-2M 2.6 663% 60 52 
Bee Acwe eu 68 61%, 2 and 2% ......- 62 54 
Lap Weld, double extra strong, plain ends 
wry eee ee 64 Jk SE ea SS eee 49 
3. 2 ss eee 66 59% | 2% to 4 ....... 60 54 
CMe WS ccscuces 65 98% | 4% to 6 ....... 59 53 
0a BAN ceawetbee 58 Fon *t 3: OO Sis vit 52 42 


To the large jobbing trade an additional 5 and 214 per 
cent. is allowed over the above discounts. 
he above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BOILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 
Lap canoe Steel as Standard Charcoal Iron 


1% and 2 “eee eee eevee — | ly, -_ ef 8 © e eee eeeneeenes 5 
, = Sayers: hee 59 Pan MO Oc icescibkeswe 49 
2% and 2% eeeceedcoseos 65. | Di  Sedceeecsesédceue 45 
3 and 3% y Se edie gatas fs 70 214 2 | & ae eeoaen 54 
3% and €% in.......... 72 ee ae  cedcikaiaess 57 
D ONE 6 IM... wee ccs sceess 65 Oe Oe Cae Slits 6 bv iwi he 0% 60 
© Serle 62 Sf kf Cpe rerreae. 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 

21% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River: lengths 
over 22 ft., and all shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. 


SHEETS.—Mills report that June was the most active 
month in demand for black and galvanized sheets since 
last February. One leading maker states that its or- 
ders and specifications in the last half of June were 
heavier than in the entire month of May. The minimum 
of the market on No. 28 black sheets is 1.80c. and on 
No. 28 galvanized, 2.75c. f.o.b. maker’s mill, Pittsburgh. 
A very active season in the sheet trade is looked for 
after the usual summer dullness has passed. 

Makers’ prices for mill shipment on sheets of U. S. Stan- 
dard gauge, in carload and larger lots, on which jobbers 
charge the usual advance for small lots from store, are as 


follows, f.o.b. Pittsburgh, terms 30 days net or 2 per cent. 
cash discount in 10 days from date of invoice: 


Blue Annealed Sheets 


we Oe ia kalo a ote olds Mee 30 to 1.35 
a ek PEI RT a a wien pet ig At And. Fe! 1.35 to 1.40 
Pe Sa SOE Eee s te ch Oise ds 1.40 to 1.45 
ye a ar ee ees 1.45 to 1.50 
ae | PRS ae ee pe pee 1.55 to 1.60 
Box Annealed Sheets, Cold Rolled 
Nos 10 es Se yee re See Te 1.80 to 1.85 
| a + SU ee, er en ee ee, OW ee 1.50 to 1.55 
a Bee Gin o io Se eS oe ch KE Te CP we 1.55 to 1.60 
Pes ear, wks 6 6a so eh boo ee eae 1.60 to 1.65 
Se Be ee es ob a cea ces hee oes tebe 1.65 to 1.70 
Ds Ln Oa sc ae ve be a veauden eta 1.70 to 1.75 
ee ee SE ee 3 we o's bb Ske che dehsdve 1.75 to 1.80 
Ss i, En ale ot his de 0h tke ae 1.80 to 1.85 
BO AE dn ca wed bode hee a ek oh ete ves Ra eke 1.85 to 1.90 
PS ho ei ies wile CU Ko Wer bsins beeen aes 1.90 to 1.95 
By I So a, B6b dats sail ace: ten oe oe a eee ie el 2.00 to 2.05 
Galvanized Sheets of Black Sheet Gauge 
See: SO EE 6 cca cbervid denen tetera 1.80 to 1.85 
I a a i eg a ee ae eee ee Re 1.90 to 1.95 
OU, a I a i a ei Se al 1.90 to 1.95 
ee Be Ge Bis veg Code nvactebvescetar 2.05 to 2.10 
REE GR bas Wikio daa sb eee kee 2.20 to 2.25 
ee: ee es nn ae kane sb ce eee 2.35 to 2.40 
Se ee Ge” Oe wd cs wae hee Reece ee oka 2.50 to 2.55 
SO fe Sak wk cee hb tae oie 6 O44 dee 2.65 to 2.70 
ON ea i rie i a fe cakes al ial ees all 2.80 to 2.85 
Po ace be wl we ee ek 6 5 Obs eae een 2.95 to 3.00 
Pe es wack saw SAU cans 6 eee eae ook 3.10 to 3.15 


SHEETS BY WEIGHT 
Gauges, cents per 


CORRUGATED ROOFING = 
to 28 19 to 24 = to 18 


Painting 29 25 
i ae ee ee 0.15 0.10 0.05 
Graphite, FOGuier ... cc ven cess 0.25 0.15 0.10 
Forming: 
2; 2%, 3 and 5 in. corru- 

EE. vty nih, sce esp 0 Ok meee 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 | 0.05 0.05 sees 
By to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

with ‘cleats ss ties o.0°s 0.15 0.15 
Plain roll roofing, with or 

without cleats ......... 0.15 0.15 0.15 
3/15 in. crimped ......... 0.20 0.20 0.20 
Weatherboard siding ......... 0.25 0.25 
WORGG. COE oc kkk Wed Oe 0ces 0.25 0.25 
Rock face brick and stone 

Ge 6 bbb auenane bo cws eri 0.25 0.25 
Roll and cap roofing, with Y 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

Ws 5 as a oad obs dee wa wees 0.25 .25 
Ridge roll and flashing 

0.65 0.65 0.65 


(plain or corrugated)... .... 


















courant sau nerdpeer tae tener a 
ewe OT SETS SAIS SR TT NES a 
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ao aoe 
<a ieenee 
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Office of HARDWARE AGE, 
Chicago, Ill., July 3, 1914. 


EPORTS from a number of retail hardware dealers 
indicate a steady demand for shelf hardware and 
housefurnishing goods, although in the aggregate sales 
are still below normal. There is no doubt that the aver- 
age householder and artisan upon whom the retail 
dealer depends for the sale of a large portion of his 
stock has been in an economical frame of mind for 
many months. This influence has extended all down the 
line and the retailer’s purchases from jobber and manu- 
facturer have been very conspicuously of the hand to 
mouth variety. Conservative buying has been a pre- 
dominant characteristic of the trade. A foundation has 
been laid as a result, in the very general low level of 
stocks, for a heavy demand upon manufacturers when 
the normal volume of business is resumed. That 
a somewhat better feeling, based on larger sales in 
June prevails, is apparent and many in the trade are 
inclined to predict a rising tide through the third quar- 
ter. The very recent disposition of the President to 
take into his councils prominent men of business who 
have heretofore not been of the same mind as the ad- 
ministration is also creating a good impression and the 
hope that legislation now under consideration will be 
molded into a final form that will meet the practical 
needs of manufacturers and merchants. 
Wire Naits.—The trade in wire nails is featureless 
and interest in the situation is confined to the negotia- 


tions between consumers who are more than ready to 
contract at current prices and the mills who desire to 
hold their customers in line yet are hopeful that they 
may delay contracting until future conditions become 
more clearly defined. 


We quote 100 lb. cokes at $3.30 to $3.40 and 100 lb. ternes 
at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 


BARB AND FENCE WIRE.—The active movement of 
barb wire and woven wire fence which has character- 
ized the exceptional business of the past year has, of 
course, abated very markedly with the advent of the 
midsummer season, but orders for barb wire are still 
relatively the most important among all the wire 
products. 

Carloads to jobbers, painted, $1.68 base; galvanized, car- 
loads to jobbers, $2.08, f.0.b. Chicago. The regular advance 
to retailers and for small lots. 

For fence wire, f.o.b. Chicago, jobbers, in carloads, an- 
nealed, $1.58; galvanized, $1.98; retailers, carloads, annealed, 
$1.63; galvanized, .03. Retailers, less than carloads, an- 
nealed, $1.73; galvanized, $2.18; staples, bright, in carloads 
to jobbers, $1.78; galvanized, $2.18. Carloads to retailers, 
5c. Rr with an additional advance of 10c. for less than 
carioa . 


LINSEED O1L.—The schedule in effect to-day, f.o.b. 
cars, Chicago, and subject to change without notice, for 
strictly pure old process linseed oil, is as follows: 

Carload lots, raw, 5lic.; boiled, 52c.; 5 or more barrels, 


raw, 53c.; boiled, 54c.; less than 5 barrels, raw, 55c., 
boiled, 57c. : 
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Office of HARDWARE AGE, 
New York, July 6, 1914. 


USINESS is now undergoing the usual mid-summer . 


dullness, retarded also by general inventorying 
and frequently a lengthening of the period taken for 
customary annual repairs in factories. 

There is also moderation among buyers, owing to the 
absence of heads of departments on vacation, which 
always checks orders given by assistant buyers whose 
policy naturally is to order in minimum quantities. 

There are signs of a little stronger buying by rail- 
roads; not heavy, but significant, as revealed by current 
contracts. The excellent crop movement from now on 
will be still better in the fall unless all signs fail, which 
will necessitate the accumulation of supplies in railway 
storehouses which have long been operated on a low 
basis. 

There are occasionally farsighted manufacturers hav- 
ing excellent sources of information as to actual condi- 
tions, who are exerting themselves to have in hand big 
stocks from which to reap expected benefits when the 
tide turns, principally because of bountiful crop yields. 

This policy may not be general, but it is neither new 
or novel. It requires judgment and resources to suc- 
cessfully forecast and meet conditions for the coming 
months, but there have been similar cases without going 
far backwards. About six years ago (in a line of largely 
used sporting goods, made by the leading interest in 
this or any other country) a sales manager urged the 
manufacture of a large stock for fall delivery which 
the highest officials turned down several times, but 
eventually yielded and reversed themselves because of 
the persistency with which the request was made. As 
it proved in the autumn this company was getting or- 
ders reaching into carloads because of a big stock ready 
for delivery which competitors who had acted with more 
caution were unable to satisfy. 

These are questions which individuals must deter- 
mine for themselves and succeed or fail on the accuracy 
of their own judgment. It is patent to competent busi- 
ness men that stocks are subnormal, and long have 


been; that harvests so far are remarkably good, and the 
outlook is for even better returns as the season length- 
ens. 

Financial conditions are undoubtedly sound, or the 
recent receivership of a great dry goods house, having 
over $30,000,000 in outstanding commercial paper, and 
the receivership of an important railroad would not 
have been practically ignored, hardly causing a ripple 
in financial circles. This shows that securities are in 
strong hands. 

Reckless speculation is foolish, and booms are not de- 
sirable in the long run, but with the enactment of pro- 
posed national legislation, if sensibly accomplished, and 
the allowance of a fair advance in freight rates with 
the railroads, the impetus to business after seven years 
of close buying, should be considerable. 

While the producing capacity of the country is enor- 
mous, and despite much lower tariff rates that will per- 
mit the importation of more foreign products when 
trade revives, it is also true that time is required to 
accumulate material and manufacture goods. Also that 
on the basis of present low prices it is reasonable to ex- 
pect that merchandise will be higher. 

Bank clearings last week in the United States totalled 
$3,343,983,909, compared with $3,265,983,641 for the 
corresponding time last year, the increase being largely 
in New York, where the gain was 4.5 per cent. Com- 
pared with 1912 there is an advance at New York of 
16.5 per cent., and in the aggregate of the outside cities 
of 15.2 per cent., averaging a gain for all centres of 
16.0 per cent. Against this is the fact that the figures 
for the particular days referred to this year and last 
year are for a full business week, while for 1912 there 
were five instead of six days in the period covered by 
the figures. 


Wire NAILs.—Conditions are unchanged locally for 
wire nails, merchants continuing their long tried policy 
of waiting for something to happen. 

A large use of nails is contingent on a good building 
programme; residences and smaller structures rather 
than skyscrapers, public and other more nearly fire- 
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proof edifices. Just now the building campaign is at a 
low ebb. 


Wire nails, out of store, are based on $1.85 to $1.90 per 
g. 


CuT NAILS.—Business in cut nails is very quiet. Be- 
cause of the annual closing down for inventory and 
repairs, there has not been a very active canvas for 
business, as until production begins again, there might 
be some difficulty in making deliveries. Exports of cut 
nails have been quite fair. 

Cut nails, out of store, are held at $1.85 to $1.90 base. 


LINSEED OIL.—Prices are pretty well maintained, but 
new business is scarce and there is but little doing. 
The linseed oil business has been a disappointment to 
crushers and distributors for several weeks, the spurt 
and encouragement because of it early in June having 
petered out. New crop conditions for flaxseed are at 
present very favorable on a reduced acreage estimated 
at about 20 per cent. less, compared with last year. 
Nevertheless, it is predicted that if the present outlook 
is maintained through the harvest the reduction in 
acreage can be overcome by the expected increase in 
yield. 

Linseed oil, raw, card prices, New York, are unchanged at 
54c. for 5 or more bbls. and 55c. per gal. for less than 5 bbls. 

State and Western oil, raw, is held at 52c. in quantity lots, 
with one exception, which for July is being quoted at 51%%4c. 
in carloads. 

WINDOW GLASS.—The volume of orders for window 
glass has ranged at about the same level as last week, 
and the prospects are apparently good for marketing 
the stock in manufacturers’ hands before the next fire. 
The shortening of production has kept stocks well in 
hand and prevented the accumulation of any undue 
surplus that might have to be sacrificed to dispose of. 
The policy of window glass manufacturers has been for 
some time to make no more glass than there was reason 
to suppose the trade would take without materially 
cutting prices. 


Window glass, in Eastern territory, is unchanged at 90-20 
per cent. discount on single thick and 90-25 per cent. dis- 
count on double thick from jobbers’ list. 


RoPeE.—Manufacturers of rope and cordage, in com- 
mon with makers of other commodities, are more occu- 
pied with inventories and customary repairs just now 
than with prices for rope or raw material. The Manila 
market is steady and quiet, and cable advices are both 
few and unimportant. There is indifference all around, 
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both among producers and distributors, with prices 
on the same level as has prevailed for some time. The 
receipts of Manila hemp at Manila, since the beginning 
of 1914, are given as 529,000 bales, compared with 
484,000 bales for the corresponding period in 1913. 
Shipments to the United States for the same interval 
have totaled 227,000 bales, against 187,000 bales for 
the same months last year. The present net stock of 
Manila hemp fibér in Manila is reported to be 168,000 
bales, as against 247,000 bales in 1913 at the corre- 
sponding time. 


NAVAL STORES.—Manufacturers using naval stores 
are showing no inclination to take hold of the market 
at present, with the result that prices are heavy in 
tone. The demand is principally just now of jobbing 
character. The price for turpentine in Savannah is 
lower, and spot turpentine in the New York market, 
in yard, ranges at from 49 to 49%c. per gal. Rosins 
have been steady for most part, with a tendency ob- 
servable to shade prices. 


Common to good strained, in yard, on the basis of 280 
— per bbl., is quoted at $4.20, and D grade at $4.42% per 


MINNEAPOLIS.—Speculators as customary want 
higher prices. Some of them say it is too wet in places 
for good crop prospects; others that it is too hot. 
Well-informed observers express the opinion that the 
flax plant is going into July in as good condition as it 
ever did Also that because of reduced acreage it is 
unlikely that there will be as much product from this 
crop as last year. There are others who believe the in- 
creased yield will overcome reduced acreage, because 
of good condition. 

Holders of flax at the head of the lakes were encour- 
aged by the prospect of prompt shipments East of from 
1,000,000 to 1,500,000 bushels of flaxseed. 

Linseed oil continues to be shipped freely from Min- 
neapolis, largely on old contracts. What new demand 
there is indicates that consumers’ and distributors’ 
stocks are low and the tanks of Minneapolis crushers, 
it is believed, will not hold nearly as much oil in Sep- 
tember 1 as they did a year ago. 

The receipts of the last crop at Minneapolis and 
Duluth to July 3 were 14,222 cars; to the same time 
in 1913, 24,527 cars, and at Winnipeg, this year to date, 
11,977 cars. 
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Office of HARDWARE AGE, 
San Francisco, June 29, 1914: 


ten month just closing has in many ways been the 
most satisfactory so far this year. The stimu- 
lating effect of the harvest season has been felt to some 
extent, general construction work has been accelerated, 
and several important industries have shown signs of 
revival, the effects of which are gradually spreading to 
the minor manufacturing and commercial lines. In- 
vestments of a conservative nature are receiving more 
attention, and development projects are progressing 
more rapidly than for many months, offering some en- 
couragement for the near future. Improvement in the 
hardware trade, though slight, is perceptible, and from 
many accounts the volume is better than at the same 
period last year, though still nothing to boast of. 

The local “prosperity campaign,” to which much at- 
tention is given by the press and commercial organiza- 
tions, has at least brought a more cheerful feeling 
among retail merchants, and is expected to divert to 
normal purchases a large amount of money that has for 


many months been going into savings banks. At the 
same time, some work is being done toward brightening 
store premises, etc., though expensive improvements are 
the exception. The movement has failed to bring out 
any large buying on the part of retailers, though a good 
many small orders are being placed with a view to 
freshening up the stock. The trade generally through- 
out the state has acquired the habit of carrying com- 
paratively little stock in reserve, and with no imme- 
diate expectation of higher prices this habit is not 
easily overcome. 

Jobbers are of necessity providing for requirements 
some time in advance, but are accumulating no large 
surplus, feeling that there is little danger of delayed 
deliveries. The steel trade in most departments is sea- 
sonably quiet. 

It is expected that the uncertainty due to the Panama 
Canal will continue for some time, as late reports indi- 
cate that the opening will be delayed, and considerable 
doubt is expressed here whether direct steamer traffic 
can be accommodated this summer. 





He Might Know 


é¢<éTPV\HE train struck the man, did it not?” asked the 
lawyer of the engineer at the trial. 


“It did, sir,” said the engineer. 


“Was the man on the track?” thundered the lawyer. 

“On the track?” asked the engineer. “Of course he 
was. No engineer worthy of his job would run his 
train into the woods after a man, sir.”—Ladies’ Home 
Journal. 
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Ferdinand F. Verges Dead 


Ferdinand F. Verges, a prominent sheet metal 
contractor and hardware merchant, died after a 
lingering illness at his home in Cincinnati, Ohio, 
June 30, aged 58 years. 

Mr. Verges was born in Germany, and was 
brought to America by his parents’°when 12 years 
old. They located in Cincinnati, and he was a resi- 
dent of that city up to the time of his death. 

Mr. Verges learned the tinner’s trade, and worked 
at this vocation for several years. His finishing 
course was.as an employee of the John Van Range 

















Ferdinand F’. Verges who died June 30 


Company of Cincinnati. Later, he decided to oper- 
ate a shop of his own and gradually built up a pat- 
ronage that enabled him to open a shop and store 
at 2543 Vine street, which establishment he had in 
operation for a number of years. The opening of 
this new store, was the beginning of his connection 
with the hardware trade. Being located in a resi- 
dential section of the city, he was quick to realize 
the necessity and advantage of carrying a stock of 
goods that were in demand by the housekeeper. 

In a quiet and unobstrusive way Mr. Verges 
gained the confidence of every one with whom he 
came in contact, and it is a matter of extreme re- 
gret, on the part of his friends, that he was unable 
to attend the meetings of the National Association 
of Sheet Metal Contractors, whose convention was 
held in Cincinnati during the month of June. This 
convention was brought to Cincinnati entirely 
through his efforts, and while prohibited to visit 
him during his illness, each day a floral tribute was 
sent to his home, a tangible evidence of the esteem 
in which he was held by his fellow members. 

In addition to being a prominent member of the 
National Association of Sheet Metal Contractors, he 
was a member and past president of the North Cin- 
cinnati Business Men’s Club; secretary of the Cin- 
cinnati Sheet Metal Club and affiliated in an active 
capacity with the Cincinnati Hardware Guild; the 
Cincinnati Hardware Club and the North Cincinnati 
Turner Society. He was also a prominent Mason. 
He is survived by a widow. 


THE PaciIFIC HARDWARE AND STEEL COMPANY of San 
Francisco, Cal., will open a large retail hardware and 
sporting goods store in Oakland. , 


Hardware Age 


Obituary 


WILLIAM CURRY PAGE, president of the Howe Scale 
Company of New York City and Boston, died suddenly 
at his home in New York. Mr. Page’s death was due 
to heart disease. Born in Boston in 1841 of an old 
Colonial family, he was educated in the public schools 
there. When the civil war began Mr. Page, who then 
was only nineteen years old, left his employment and 
enlisted as a private in the Forty-fourth Massachusetts 
Volunteers. A short time later he was promoted to the 
rank of color bearer for his regiment because of his 
valor on the field. He carried the colors throughout the 
war. Mr. Page, after the war, entered the dry goods 
business and became one of the leading merchants in 
Boston. He remained there three years after the fire 
of 1873, which destroyed a large part of the city of 
Boston. In 1876 Mr. Page came to New York and 
founded Page, Dennis & Co., scale manufacturers, which 
was later merged into the Howe Scale Company, of 
which he was president when he died. 


EDWARD BURNETT, formerly of the hardware firm of 
T. W. Kiley & Co., of 57 Grand street, Eastern District, 
Brooklyn, N. Y., died after a brief illness from heart 
failure, at his home, Forest Parkway, Woodhaven. 
Mr. Burnett retired from business about five years 
ago after having been associated with the late Thomas 
W. Kiley for thirty-five years. He was a master 
mechanic and besides being a member of the firm was 
the superintendent of its machine shop. Mr. Burnett 
was born in Dutchess County, New York, sixty-eight 
years ago. 


JOHN A. BURBANK, president and treasurer of the 
Samuel Mintz Hardware Company, Detroit, Mich., was 
shot recently. Less than a block away the body of an 
unidentified man, also shot was found. In Mr. Bur- 
bank’s right hand a revolver with three empty cham- 
bers was grasped. A pistol with five empty cartridges 
was found near the unknown man’s body. The police 
theory is that an attempt was made to hold up Mr. 
Burbank as he was returning home, that he refused to 
surrender the money in his possession and the duel to 
death followed. 


WILLIAM H. FENNER, a former well-known resident 
of Nazareth, aged 87, died of general debility at the 
residence of his daughter, Reading, Pa. He was born 
at Nazareth and conducted a hardware store in that 
vicinity for five years. Shortly after Mr. Fenner’s 
arrival in Reading 46 years ago he secured employment 
at the Reading Hardware Works, where he was en- 
gaged until six years ago, when he retired. 


WILLIAM Morris CHASE, head of the firm of Straw- 
bridge & Chase, manufacturers of wire goods, at 228 
Arch street, Philadelphia, Pa., died at his home re- 
cently after an illness of six months. Mr. Chase, who 
was a member of the Masonic order, is survived by his 
widow and an adopted daughter. 


RicHARD E. Harpisty, formerly of Montreal, died 
at his home in Cincinnati aged 75. Mr. Hardisty was 
head of the firm of Hardisty & Co., manufacturers of 
knives and augers. He is survived by a widow and five 


children. 


CHARLES FOSTER KRAMLICH, a member of the hard- 
ware firm of the M. C. Ebbecke Hardware Company, 
Allentown, Pa., died at his home aged 54. 


L. C. STEPHENS, a retired hardware merchant, died 
yesterday in a hospital in Lexington, Ky., after a linger- 
ing illness. 


SILAS JOHNSON, a member of a hardware firm at 
Willows, Cal., was killed accidently by the discharge of 


a rifle. 


THE Pettit Bros. HARDWARE COMPANY, Akron, Ohio, 
has suffered a fire loss estimated at between $5,000 and 
$10,000. The damage to the building was slight. The 
damage to the stock was caused principally by water. 
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PATTERN FOR “A” CHIMNEY TOPS 


Hardware Age Sheet Metal Expert Gives Instructions 
By A. F. MUELLER 
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PROFILE 8. 





Pattern for making “A” chimney tops 


- chimney stacks in the larger sizes, it is fre- 
quently used in the small sizes, from 1% 
inch diameter and up, on vent pipes. Each shop 
has its own idea as to what they regard as being 
the correct proportions of an “A” or “Barker” 
Chimney Top. This is not a very material point, 
as the various proportions all produce good results 
and give satisfaction and the length of time that 
these tops have been on the market prove their 
merit. 

The top in Fig. 1 is the one that is generally 
used, but it requires more work to make than the 
one in Fig. 5, which may have the top ends cut 
level or be as shown by the dotted lines. Fig. 6 


W> cnin this style of a top is usually used on 
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is another style, but it is not used a great deal, as 
it does not present the appearance of the others. 

Draw a center line as 4-k-1’-1 in Figs. 1 and 2 
and from some point on this line as X draw lines 
at the desired inclination of the arms as X-r and 
X-s to represent the inside of the arms. Draw the 
line g-g’ as required to represent the top of the 
middle piece. Proceed and finish the outline of 
the top from the given lines and measurements as 
shown in Fig. 1. 

As has been frequently demonstrated, the miter 
lines will show as straight lines in the side eleva- 
tion of Fig. 1, when the sizes of the pipes or 
cylinders are the same. Therefore from the inter- 
sections of the outlines draw lines to intersect the 
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intersections of the center lines. As for example, 
from the intersection of the outlines at a and g 
draw lines to the intersection of the center lines at 
d, etc. 

On the extended center lines of I. and IV. de- 
scribe the profiles of these pieces as at A and B 
and space each one into the same number of equal 
spaces, and from the points draw lines that are 
parallel with their respective center lines through 
each piece. From the miter points on a-d-g draw 
lines parallel with the centre line of II. to the 
miter line between II. and III. and all of these lines 
show in their true lengths. 

On the extended center line 4-k-1’-1 set off the 
lengths of the spaces in either profile and num- 
bered in such order that the seam will be on top of 
the piece II. Through the points draw indefinite 
perpendiculars and at right angles to these 
perpendiculars, project the miter line points in the 
piece II. to perpendiculars of the same numbers. 
This will include the points on the miter between 
II. and IV., as well as the miter points on each end 
of piece II, Connecting the intersections will 
result in the net pattern for II. On the sides add 
material for a grooved seam and on the ends ma- 
terial for the joints between II. and the three 
other pieces. At d, k, dad”, d°, d’ holes are punched 
that will match holes at these points in the rest of 
the pieces and assist in assembling the parts of the 
top. Then will Fig. 3 be the complete pattern 
for II. 

At right angles to I. draw a line and place thereon 
the length of the spaces in the profile, as line 1-1’, 
and through the points draw perpendiculars. Pro- 
ject to these perpendiculars, at right angles to L., 
the miter points and the points on the end of the 
piece. Connecting the intersections and punching 
a riveting hole at d’ after allowing seaming and 
joint material will complete the full pattern for the 
pieces I. and III. In punching the holes, one-half 
of these pieces are punched at d”’ and the other 
half at d’. 

To develop the pattern for IV. will interfere with 
some of the lines on the drawing and require much 
space. So a separate piece of paper is tacked over 
part of the drawing, as shown in Fig. 4, and on 
this paper is developed the pattern for IV. in the 
same way as were developed the patterns for I. and 
II., excepting that the paper is usually tacked over 
the arm from which its pattern is developed to 
save additional space. It would then be tacked over 
the arm I. when the left side was used, and over 
III. if the right side was used. The height of this 
pattern or the length of the piece is governed by 
the sizes of iron that are used, as its length is not 
particular. 

In the better class of work the joints are soldered 
and neatly fitted. In cheap work it often happens 
that the ends of Fig. 3 are cut on the net lines, 
leaving only a small lug for riveting and the piece 
is simply butted against the inclined arms. 

The patterns as developed will have the lines on 
the inside and then the burrs of the rivet holes will 
be on the outside. 


THE OHIO HARDWARE ASSOCIATION has decided upon 
February 16, 17, 18 and 19 as the dates for its 1915 
convention, which will be held in Cincinnati. The 
headquarters will be at the new Gibson Hotel and the 
exhibit will be held in Music Hall. 


DUDLEY A. JOHNSON succeeds the late Sam Mayer as 
Chicago branch manager of the Joseph Dixon Crucible 
Company. D. A. Johnson has for a number of years 
been an assistant to Mr. Mayer at Chicago. 


Hardware Age 


Handy Rack for Paper Bags 
‘Dicmenqun A. IRELAND, Ionia, Mich., has in 


use in his store a simple method which elim- 
inates the trouble many merchants have in tak- 
ing care of the bags used for wrapping goods. 
A light piece of wood is suspended from the 
ceiling of the store and ordinary cup hooks are 
fastened to the underside at such distances as to 

















be 


Handy method to care for paper bags used in store of 
Chas. A. Ireland, Ionia, Mich. 


allow the large safety pins, which are provided, 
to fasten over them. A small quantity of bags of 
the various sizes used are placed on the pins. 

The wooden strip is hung directly over the 
wrapping counter and at such a distance that any 
salesman can readily reach the bags which tear 
off the pins readily. The firm is thus enabled to 
keep the different size bags assorted and off the 
counter. 


“Swap” Windows for a Week 


© pies of the oddities of spring display week at- 

tractions was found in the windows of Stolz 
Brothers and Alexander Grant’s Sons, Inc., Syra- 
cuse, N. Y. A display of lawn mowers, sprinkling 
pots, reels of garden hose, scythes and other gar- 
den tools was arranged in one of the windows of 
the Stolz Brothers’ drug store. 

The druggists had an attractive showing at the 
Grant hardware store. It consisted of a handsome 
fumed oak dressing table equipped with a Persian 
ivory manicure set and other toilet articles, while 
the rest of the window space was taken up with 
perfumes, toilet waters and various other articles, 
such as are found in a drug store. Although both 
stores are off the main business streets, the nature 
of these displays and their location drew consider- 
able attention. 


Price List on Loaded Shells 


Hackett-Gates-Hurty Company, of St. Paul, 


The 


‘Minn., has issued a 1914 price list of loaded shells of 


the Winchester, Remington-UMC and the U. S. Car- 
tridge Company makes. The Hackett-Gates-Hurty 
Company announces same day service on all mail orders 
on these goods. 
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Quality (SW) Mark 


The Added 
Strength that 
Corrugation Brings 


Stanley Wrought Steel and Brass Corrugated 
Hinges have many points of superiority over 
the old style hinges. The corrugations 
ABOUT THE JOINTS greatly increase the 
strength of the hinge, at the same time ren- 
dering it impossible for it to bind upon the 
pin, no matter how rusty it may get. 
They are neater in appearance. 






























Corrugation lightens the weight while it strengthens 

‘ the hinge. They reduce your freight bills. They 
are lighter to handle around the store. Why not 
have a representative stock of Stanley Corrugated 
Hinges? Can be supplied in Wrought Brass or 
Steel, Ornamental, Strap or T Hinges. There are 
none “Just as good.”’ 


Ask your Jobber for Stanley’s 
the Standard for Sixty Years. 


The Stanley Works 


New Britain, Conn. 
Canadian Representative 


A. Macfarlane & Co., Montreal New York Chicago - 


See our advertisement on front cover, also Box Strapping advertisement on page 33 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Kompak” Repair Kits 


The Napanoch Knife Company, 
Napanoch, N. Y., is making the 
“Kompak” pocket kit of eight tools 
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“Kompak” repair kit 


with interchangeable handle, and 
_ leather case. This kit is adapted for 
householders, motorcyclists, bicyclists, 
hunters, sportsmen, hostlers, farmers, 
campers, etc. 

The tools of medium size adapted to 
both heavy and light work, and each 
tool the company claims is made from 
‘the special grade of steel best adapted 
to the particular service for which the 
tool is intended. 

The handle, which has stag sides, is 
strong and will not split and is prac- 
tically indestructible, as no amount of 
twisting or wrenching, the company 
states, can possibly start it at any 
point. When locked into the handle, 
a tool and the handle become prac- 
tically a single piece of steel. 

The locking notch in the tang is of 
a special design, which automatically 
takes up all wear, holding the tool al- 
ways firmly. 

The tool fits into the handle with 
the notch in the tang turned toward 
the side of the handle with the lock, 
thus pressing down on the lock lever, 
and at the same time pushing the tool 
in until the shoulders are _ tight 
against the end of the handle, when 
it is automatically locked into place. 
It is impossible for a tool to close 
upon the hand when in use. 

The tools consist of a blade, screw 
driver, file, hack-saw, gimlet, leather 
punch, cap-lifter and saw. 

The “Kompak” kit complete weighs 
but ten ounces and easily fits the hip 


pocket. 


‘“DNozstik” Wood and Marble 
Cements 


Furniture and piano makers, sign 
and other painters, carpenters and 
even marble workers, having occasion 
to fill nail, worm, knot or screw holes, 


joints, cracks, crevices and such sur- 
face defacements in wood before stain- 
ing, painting, varnishing, shellacing, 
or gilding, may be interesting in 
“Dozstik’” wood cement, manufactured 
by the Thaddeus Davids Company, 95- 
97 Van Dam street, New York City. 

The marked feature of this material 
is that, applied like ceiling wax, it 
hardens instantly and can be polished 
and finished at once instead of waiting 
48 to 60 hours for linseed oil putty 
to harden sufficiently to go on with. 

“Dozstik” is put up twelve sticks in 
a paper box, convenient for mailing, 
its name being suggested by the pack- 
ing of a dozen sticks in a carton and 
that it does stick. 

Color cards containing thirty-six 
5e-inch button-like samples of “Doz- 
stik” will be sent on request, the line 
including one transparent kind to 
match all the hard and soft woods, 
and two kinds for black and white 
marbles. 

Special shades can be supplied, if 
the business warrants, to match any 
color, on the receipt of a small piece 
of wood, either natural or colored. 

Incidentally this firm, established in 
1825, manufactures also writing, copy- 
ing, marking, show card and indelible 
inks, mucilage and. paste, together 
with ceiling wax, which latter, it is 
asserted, it was the first to make in 
America. 


Richards-Wilcox New 
Products 


The Richards-Wilcoxs Mfg. Com- 
pany, Aurora, IIl., has recently added 
a top and bottom bolt for garage 
doors, adjustable double floor door 




















At the top of the cut the No. 172 R-W 

adjustable + Be floor guides are shown. 

The No. 193 . sap plates are 
elow 


74 


guides, and a connecting plate to its 
line. 

The No. 193 R-W connecting plates 
are especially adapted for coupling 
screens, sash, partitions, etc., holding 

















The No. 517 R-W top and bottom bolt for 
garage doors 

them securely in position at the 

joints. The slots are tapered which 

allows for drawing sections tight be- 

fore screws are locked. 

To disconnect it is necessary to re- 
move only one screw and the plates 
can be left attached to the section. 
These plates are 1% x 2% inches and 
are finished in black enamel. 

The No. 517 R-W top and bottom 
bolt for garage doors is made in two 
sizes and adjustable for doors of 
various hights. It locks the doors at 
both top and bottom with one move- 
ment of the lever handle. 

When bolted or unbolted the ends 
of the connecting rods where they are 
attached to the lever handle are off 
center, so that the bolt maintains its 
position by gravity and cannot, be. 
changed except by moving the lever 
handle. 

The No. 172 R-W adjustable double 
floor door guides are for parallel slid- 
ing doors, to guide the bottom of the 
doors and prevent chafing. These 
floor guides are suitable for concrete 
or wood floors and adjustable for 
doors 1% to 3 inches thick. 


THE Foster Bo_tt & Nut MFG. 
CoMPANY, Cleveland, has increased 
its capital stock from $150,000 to 
$200,000 to pay for improvements 
made. 
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Every sliding door R-W Hung 


There is a place in every building for R-W door hangers. 

In the home, whether cottage or mansion; the barn; the garage, 
private or public; the school, the church, the factory. There are busi- 
ness possibilities everywhere. 

But to hold this trade, to be sure of getting it all, you must be 
prepared to furnish a hanger for any door that slides. 

The R-W dealer only has this advantage. And in addition to the 
complete R-W Line he has the R-W advertising-selling Service which 
insures a complete sale from the Richards-Wilcox factories to dealer 

for Any 


to user. 
chards-Wilcox +: 
Door that every home 


Slides = MANUFACTURING Co. for sliding doors 
va) AURORA ILLUSA. |= 


A Hanger 
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Sherman Compression Bibbs 


The H. B. Sherman Mfg. Company, 
of Battle Creek, Mich., offers a line 
of compression bibbs which cost no 
more than ordinary bibbs but they 
have certain unique features of con- 
struction which the company claims 
makes them last longer and work bet- 
ter than the usual style. 

In general appearance and design 
they are symmetrical. Both inlet and 
discharge are bored out smooth and 
not left rough. This makes an even 
flow of water. 3 

The cap is packed with a cone- 
shaped washer. This acts as a stuf- 
fing box, gives a long bearing for the 
spindle and, being filled with plum- 
bago, lubricates as well as packs. 

Each bibb bears the name “Sher- 
man,” stamped on the cap, which is a 





Sherman compression bibb 


guarantee that it has been tested 
under one hundred pounds water pres- 
sure. The manufacturer carries a 
complete stock of all sizes and styles 
and will be glad to send descriptive 
circulars on request. 


Gas Stove Instant Water 
Heater 


A novel water heater, made by the 
Gas Stove Instant Water Heater 
Company, Builders Exchange Build- 
ing, Baltimore, Md., has just been put 
on the market. It is designed to be 
placed on the top burners of a gas 
range, or hot plate, and to utilize the 
heat ordinarily lost by radiation in 
cooking. 

The essential feature of the inven- 
tion is the triangular shape of the 
metal water chamber, which is made 
to fit about the gas jets and does 
not interfere with the direct flame 
therefrom in heating the bottom of the 
cooking vessel, but serves to intensify 
the heat. The excess heat instead of 
being wasted by radiation into the 
air from the periphery of the bottom 
of the cooking vessel is absorbed by 
the metal water chamber. 

The flame from the jets does not 
impinge on the V-shaped sides of the 
triangle, but rises to the bottom of the 
cooking utensil through slots that 
form the openings between the wings 
of the cross, and two long slots cross- 
ing at right angles in the center. 

The apparatus is made to function 
by the lower V-shaped sides absorb- 


ing heat that would otherwise be 
wasted, accumulating in the inverted 
V-shaped spaces forming part of the 
periphery of the cross and terminating 
at the upper surface in slots for the 
flame to pass through. The water 
flowing through the metal chamber is 
thus heated and passes out of the ap- 
pliance, rising to the tank reservoir 
in the same manner as from a water- 
back in a coal range. The result is 
that while the family meal is being 


cooked an ample supply of hot water 


is created and stored in the tank reser- 
voir for washing dishes and other pur- 


poses. 

By the use of a small pilot-light of 
blue flame made to impinge on one of 
the arms or wings of the heater, and 
after the main supply of gas has been 
cut off, the water circulation is main- 
tained and renewed so that the sup- 
ply of hot water will be sufficiently 
large to provide for the ordinary needs 
of the home as long as the pilot-light 
is kept burning. 

The inlet for cold and the outlet 
for hot water is just far enough be- 
low the top surface of the triangle 
to permit of a small pocket or reser- 
voir of superheated water, main- 
tained at the boiling point, so that 
the top side of the chambered tri- 
angle becomes in itself a radiating 
surface to assist in supplying heat for 
cooking under the full flow of the 
lighted burner, and for keeping food- 
stuffs warm when only the pilot-light 
is kept going. This small sub-reser- 
voir of superheated water does not 


. interfere with the free flow of the 


water, being heated from the cold 
water inlet to the hot water outlet 
of the device. 

An advantage of this water heat- 
ing device is that in keeping food 
warm when the blue-flame pilot-light 

















The water heater does not show in the 
cut, but the results do 


is burning, scorching of the contents 
of the cooking vessel cannot take 
place. 

By equipping two or more of the 
burners on a gas stove and connecting 
them, all may be used simultaneously, 
with the result of multiplied heating 
efficiency and the flow of hot water 
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to the tanks is still further accel- 
erated. 

When attached to a stove the heater 
is scarcely noticeable. Its top is just 
under the supporting grating that 
tops the stove with an opening for 
the burner. The heater itself may 
be raised fluish with this grating if 
desired. The presence of the heater 
is no obstacle to the removal of the 
burner for cleaning, and when a water 
hinge is used the heater itself may be 
lifted to facilitate cleaning. The 
heater is a solid cast of metal and 
cannot get out of order. 


Goodell Steel Mitre Box 


The Goodell Mfg. Company, Green- 
field, Mass., has made a number of 
improvements in its steel mitre box. 

The durability of the Goodell steel 
mitre box is due to the material, de- 
sign and workmanship. The bed or 
main frame is of high grade bar steel. 
This is shaped and strongly riveted 





The Goodell improved steel mitre bor 


in the form of a truss, the most rigid 
and strongest form known in mechani- 
cal engineering. In fact it is built 
like a modern steel bridge, which it 
closely resembles. 

The rigid steel construction of the 
bed, with the heavy corrugated steel 
back and the careful work of skilled 
mechanics insures, the company 
claims, absolute accuracy, not alone 
when the box is new but under the 
exacting conditions of continued daily 
use. 

The lever carrying the saw may be 
swung from 45 to 90 degrees either 
right or left, and will lock auto- 
matically at all the regular, most used 
angles. It can be locked at any angle 
shown on the degree scale by simply 
pulling forward a small knob on the 
side of the lever. 

Angles more acute than 45 degrees 
are obtained by the angle attachment, 
which is also used as a molding holder. 
This with the length gauge for cutting 
duplicate parts of any length up to 
twenty inches are easily set to position 
and fastened by means of thumb 
screws. These useful devices are a - 
part of every complete box. They are, 
however, in the form of patented at- 
tachments, which can be easily re- 
moved or replaced in a moment by 
means of four screws. When these 
attachments are not wanted the price 
of the box is correspondingly reduced. 

The serrated steel plates which 
cover the bed and form the bottom of 
the box will be found most effective 
in holding the work from slipping, a 
very important feature. 

The company’s new catalog B will 
be sent upon request. 
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COMPARATIVELY small, but 


very complete equipment of 





Warren Hardware Fixtures recently in- 


stalled in a middle Western town. 


Warren Fixtures are built on the Sec- 
tional Interchangeable Unit System, they 
are dust, dirt and moisture proof. The 
ability of Warren Fixtures to-properly and 
systematically show shelf hardware to the 
best advantage is too well known to need 


further comment. 


Two complete lines of equipment from 


which to choose. 


SEND FOR STANDARD CATALOGUE NO. 215 
and ECONOMICAL CATALOGUE NO. 65 


J. D. Warren Mfg. Company 
503 MASONIC TEMPLE, CHICAGO, ILL: 


THE LARGEST MANUFACTURERS OF HARDWARE STORE FIXTURES IN THE WORLD 
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Drawing Instruments Profitable 


A COMPARATIVELY small display case show- 
ing drawing instruments and architects’ 
supplies caused a question of the possibilities for 














* 





Counter display case used by Smith and Winchester, 
Jackson, Mich., for drawing instruments and archi- 
tects’ supplies 


the line in hardware stores to be asked of C. J. 
Watts, of Smith & Winchester, Jackson, Mich., 
recently. 

To the writer’s surprise he found that the dis- 
play case represented only a small amount of the 
actual capital which this firm has profitably in- 
vested in goods of this character. On the second 
floor of their building, Smith & Winchester carry 
a complete line of the various kinds of drawing 
papers which firms in that city demand. As a re- 
sult they secure an excellent business, which 
otherwise would go away from home. 

The manual training classes, architects and 
draftsmen in factories provide a steady outlet for 
the various instruments which are carried in 
stock. This firm recently took an order for sixty 
sets of drawing instruments from one concern. 

Some time ago a catalog, made by blue printing 
prices and stock numbers of the goods carried 
and then binding the sheets, was mailed to all 
probable purchasers of drawing materials in the 
city, and it was found that many copies of this 
were preserved and phone orders resulted. The 
cost of such a catalog is quite small. 

This firm has carried drawing instruments for 
sixteen or seventeen years, and naturally consid- 
ers them about as staple as mechanics tools in a 
hardware store. 


W. H. Torian Heads Texas Jobbers 


HE Texas Hardware Jobbers’ Association, Fort 
Worth, Texas, recently elected the following 
officers: President, W. H. Torian, of the McLendon 
Hardware Company, Waco, Texas; vice-president, 
H. A. Black, of the Blum Hardware Company, Gal- 
veston, Texas; second vice-president, A. C. Goeth, 
of Walter Tips, Austin, Texas. The executive com- 
mittee consists of C. E. Nash, of the Nash Hard- 
‘ware Company, Fort Worth, Texas; E. A. Peden, 
of the Peden Iron & Steel Company, Houston, Texas, 
and C. A. Sherman, of the Herrick Hardware Com- 
pany, Waco, Texas. Mr. Hodgson was re-appointed 
‘by President Torian as secretary-treasurer. 
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Banquet of Pittsburgh Hardware 
Men 


“i HIS year the members of the Pittsburgh Re- 
tail Hardware Dealers’ Association decided 
that instead of having a summer outing, as in pre- 
vious years, it would have a stag dinner, and this 
took place in the Colonial room at the Fort Pitt 
hotel in Pittsburgh on Friday, June 26. That the 
decision of the members to have a stag dinner in- 
stead of an outing was a popular one was shown by 
the fact that about 125 members and guests sat 
down to dinner at 7 p. m. There were seven at a 
table and 18 tables, all of which were occupied. 

Walter McQuiston, president of the association, 
was toastmaster and at the conclusion of the din- 
ner, in a few happy and appropriate remarks he 
introduced M. Clyde Kelly, Congressman from the 
Thirteenth district, Pittsburgh. Congressman Kelly 
is a most pleasing speaker, his enunciation being 
clear and distinct, and he has a winning personal- 
ity. He spoke on the subject of “Organization,” 
and referred to the great good that has been done 
by organizations of all kinds when conducted along 
proper lines. He congratulated the members of the 
Pittsburgh Retail Hardware Dealers’ Association 
on their splendid banquet, and the large turnout of 
the members. 

Toastmaster McQuiston then introduced F. H. 
Goodfellow, president of the Pennsylvania & Sea- 
board Hardware Dealers’ Association, and Mr. 
Goodfellow made a very interesting address on 
hardware association work. He outlined briefly 
some of the questions that are going to be taken 
up by the various hardware associations when the 
fall meetings start in September. He also made 
the interesting announcement that at the next 
annual meeting of the Pennsylvania & Seaboard 
Retail Hardware Dealers’ Association to be held in 
February, would open promptly at 9 a. m. each 
day, in order that as much attention as possible 
can be given to the question box. President Good- 
fellow is a firm believer in the good results to come 
from free discussion of the question box, and in- 
tends to make it the leading feature of the next 
meeting. He was followed by W. P. Lewis, secre- 
tary of the Pennsylvania & Seaboard Retail Hard- 
ware Dealers’ Association, who gave a general talk 
on his work as secretary, and also referred in a 
humorous way to the several knockouts he received 
at the recent annual convention of the National Re- 
tail Hardware Association at Indianapolis in May. 

When Mr. Lewis finished, W. A. Davis, a singer 
of some note, in Pittsburgh, rendered a number of 
popular songs that were highly enjoyable and was 
vigorously applauded. H. W. Stevenson, an elocu- 
tionist, was then introduced and his recital of the 
farmer’s description of a football game, and also 
the surprises of a German farmer in raising 
chickens were gems, and brought down the house. 
The meeting did not adjourn until 11:15 p. m., 
and everybody present had a thoroughly good time, 
and it is probable that stag dinners will hereafter 
be held annually by the Pittsburgh Association. 

The social committee composed of George Klauss, 
J. Harry Evans, Louis J. Heckler, J. W. Jones and 
W. M. Strathern, is entitled to the credit for the 
most entertaining evening yet had by the Pitts- 
burgh association. 


JOHN B. VARICK COMPANY, Manchester, N. H., ad- 
vises HARDWARE AGE that its fire was not so serious 
as reported in our issue of July 2. Warehouses Nos. 
1 and 2 were saved from the flames, and the main 
building was only partially destroyed, and will be im- 
mediately rebuilt. 
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(TRADE MARK) 


The Guarantee of Excellence 
on Files 


AUUVVAAVOOUANQOEOTUEEOOREOOOAAOOOOEOAOAGAOOOTAAAAOOE APARNA HEL 
DUVHQVEOOUUOSOOEOOUEONOQEOOUUAQEQOOOCAAESOOEEOOASOOOOAUAOGGOEOAOAASGPT AAPA UNAED eHUGAGNUUUAHENEOUUOAGNOLUOUE 


Nicholson — 
The File That Fills The Till 


The dealer who carries a complete stock of “ Nicholson” files holds 
the trade of the best mechanics, carpenters, and all others who have 


use for files or rasps. 
The men who have used files all their lives have proven the “Nicholson” 
brand best by actual test. They know and demand “ Nicholson ”’ files. 


Less experienced customers take the advice of friends, or their dealer. 
Prove yourself a friend, as well as a dealer. 


Point out to the man who doesn't know the advantages of ‘‘ Nicholson” 
files over any other, the fact that they do faster work, and save time 


and labor. 


“FILE FILOSOPHY ”—A 50 years’ education on files in an hour, 
is an interesting booklet, which will be sent you FREE on request. 


Nicholson File Company, Providence, R. L 
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PROFITS WITH MANUAL TRAINING EQUIPMENT 
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A window display of manual training equipment by the Warren Hardware Company, Minneapolis. 


6 hie sell every manual training student a duplicate 

of the outfit he is using at school for his 
home work shop is the ambition of the Warner 
Hardware Company, Minneapolis, Minn. 


This firm enjoys a very profitable business in 
the general tool line, and has given much attention 
to manual training outfits, with special relation to 
tool cabinets, work benches and drawing instru- 
ments. In this connection it has rendered valuable 
assistance to the supervisor of manual training in 
the schools of that city, a service which is invari- 
ably appreciated by any instructor. 


A great deal of the work done along this line is 
through the co-operation of the teachers. Not long 
ago this firm got out a number of circular letters 
to manual training teachers in Minneapolis and the 
surrounding territory. The letter reads as follows: 


The enclosed folder will demonstrate to you that we 
make a specialty of the highest grade Manual Training 
Tools. 

You will notice that we do not offer special brand 
tools, but tools made by carrying the labels of the 
oldest and most reliable tool makers. 

For fifteen years we have carefully studied this de- 
partment and have successfully equipped a large number 
of modern schools. 

We call your particular attention to the second para- 
graph on the folder, showing how we are working with 
Mr. J. E. Painter, Supervisor of Manual Training in the 
Minneapolis public schools. 

Our aim is to place a folder in the hands of every 
Manual Training student in Minnesota this year, and if 
it meets with your approval to distribute them to your 
pupils, kindly fill out the return post card stating how 
many you can use. 

If you have not received one of our tool catalogs the 
asking for one will place your name on our active mail- 
ing list, which will be of value to you when making your 
next purchase of tools. . | 

When in the market for complete outfits or a few odd 
tools send us your list for special prices. 

Yours very truly, 
Warner Hardware Company, 


Superintendent Tool Department. 


The post card referred to was already addressed 
and contains the following: 


I am willing to distribute the folders to my pupils as 
you suggest. I can use...... folders. 
Gy Ply DORE Wi wh ORCA Vcc eo sce pew Ehebs ius shee es 
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The folder referred to contains an attractive 
illustration of a tool cabinet retailing for $35 and 
a list of the tools which the equipment contains is 
given. Names of the manufacturers of the various 
tools used in the cabinet are stated. Other cabi- 
nets, varying from $9.50 to $50, are briefly de- 
scribed on the same folder, as are several types of 
manual training benches and vises. 

At the time these folders were distributed among 
the students in Minneapolis an excellent window 
display of carpenter tools, featuring cabinets and 
manual training benches, was made by the firm. 


“Kyanize” Prizes Awarded 


HE 1914 “Kyanize” window display prizes have 
been awarded as follows: 

Class A (towns and cities over 5000 population) : 

First prize—J. H. Ashdown Hardware Company, 
Calgary, Alta. 

Second prize—Houck Hardware Company, Wich- 
ita, Kan. 

Third prize—East Orange Hardware Company, 
East Orange, N. J. 

Class B (towns under 5000 population) : 

First prize—Jacob Mell, Jr., Richland, Pa. 

Second prize—W. F. French, Milford, N. H. 

Third prize—R. G. Sherburne, Springvale, Me. 

The committee who decided these prizes was as 
follows: Mr. Parker, Brackett Parker Advertis- 
ing Agency; Mr. Lechner, of the Saturday Even- 
ing Post, and Mr. Sackett, of the J. R. Wood Litho- 
graphing Company. Photographs were delivered to 
them and prizes were awarded according to their 
judgment. 


Game 
6¢¢Q@OME day,” cried the outraged poet, “you editors 
will fight for my work!” 
“All right,” sighed the editor resignedly. “I'll be a 
good sport if I get licked.”—Puck. 
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Always in Perfect 
Condition 


Sandpaper does not 
spoil, but its looks do, 
and that spoils sales. 

Packed in our way 
each sheet of 


U.S. Sandpaper 


always looks fresh, efh- 
cient and attractive. 

That makes them sell 
easy. 

And that is what you 
want. 

Your jobber will sup- 
ply U. S. Sandpaper. 
Insist. 
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Trinidad Lake asphalt 
waterproofs Genasco; 
the Kant-leak Kleet 
waterproofs the seams. 


That’s the combina- 
tion, Mr. Merchant, that 
gives the superb strength 
and weather - resisting 
qualities to the modern, 
enduring, economical 
roofing— 





enasco 


Ready TRINIDAD-LAKE-ASPHALT 





It gives the lasting 
service that customers 
have wanted and have 
never so completely 
found in roofing before. 


It gives you a lead in 
making sales, and in se- 
curing unbounded satis- 
faction and larger pat- 
ronage. 


Don’t miss your op- 
portunity! Order now 
from your jobber. Write 
us for samples and full 
information. 


The Barber Asphalt 
Paving Company 


Largest producers in the world 
of asphalt and ready roofing 


Philadelphia 


New York San Francisco Chicago 








wll Fer ore - 
a. marc Pee Os me i nel 


AAT SS mae aera aT aa eee ee a 


© A 2b tan 2 1 Deeb ne nea Yate 232) 































































MICHO) Rew KEES SITES 
AND SUPPLIES 


ry = on Nes OCR Ae al 
RT 2 Rama ae Soe e 
bates Fe 
; 
; 
| 


& 
z 
: 
" 
ig 
EY 
a oe 
7 














MOTOR ACCESSORIES PROFITABLE WITH HARDWARE 


HE hardware dealers who have 
adopted the motor-car acces- 
sory line have seen the line gradu- 
ally grow and develop with their 
regular line until it has become one 
of their biggest departments. 
Trade from motorists has _ been 
gradually coming to them, as it 
were, “along the line of least resist- 
ance,” and that resistance has been 
the habit of motorists as old-time 
patrons of the hardware store. Old 
hardware customers have become 
motor car owners, and, of course, 
their business naturally goes to the 
hardware dealers from whom they 
had been accustomed to buy their 
hardware. 

The average hardware clerk very 
quickly adapts himself to the sell- 
ing of motor-car accessories because 
the fine is almost identical with 
the one in which he has had long 
years of training. One of the best 
sales managers a large wholesale 
motor accessory house has ever had 
in its service was formerly a hard- 
ware man. The excuse of many 
hardware dealers that they are not 
familiar with the motor accessory 
line is flimsy. They are far better 
equipped to handle the line than the 
curbstone merchants who firs! 
started in the line when the motor 
industry was in its experimental 
stage. 

With the great evolution of 
changing from horse-driven vehicles 
to motor-driven pleasure cars and 
trucks going on more and more each 
succeeding year such a condition 
should awaken hardware dealers to 
the great business that is now 
awaiting their energies and long 
vears of suitable training. Within 
the next ten years the greater pro- 
portion of the heavy hauling and 
considerable of the light express 
haulage in most all of the largest 
and even smaller cities will be done 
by motor-driven vehicles. And the 
incr-nse in pleasure cars will be 


greater, although eventually there 
will be by far more motor-driven 
vehicles in use for business pur- 
poses than for pleasure. Then will 
come the real heyday for the acces- 
sory and supply dealer, for com- 
mercial cars are always made to 
pay their way, and what is needed 
to keep them running is absolutely 
essential, and in the purchase of 
supplies and accessories for these 
rigs there will be more urgent de- 
mand than for the same line of 
goods for pleasure cars, the main- 
tenance of which may be considered 
a luxury. 

The time to start in a new line 
is to get “in on the ground floor,” 
and the hardware dealers who are 
going to dominate as the dis- 
tributers of motor accessories and 
supplies before another ten years 
have rolled by will adopt the line 
very early. A well-selected ‘line of 
motor accessories and supplies is 
turned over much quicker than that 
of hardware, and the profits are 
more substantial. 


The “Road Maker” 
Shock Absorber 


The Turner Brass Works, Syca- 
more, Ill., is producing a shock ab- 
sorber especially designed to take 
care of excessive rebounding of the 
springs on the Ford car. It is 
styled the “Road Maker” and is 
made of the very best material, with 
careful workmanship. The hanger 
of the “Road Maker” replaces the 
original hanger on Ford cars and 
is applied in the same substantial 
manner. The piston is in positive 
alignment at the connecting point. 
The weight of the body is suspended 
on the four springs of the shock 
absorber, which travel a greater 
distance than the body spring of 
any car, and it is for this reason 
the resilience is gained, as the 
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springs never expand to their 
original length. Tests and trials of 
a set of “Road Maker” shock ab- 
sorbers in constant use under heavy 





“Road Maker” shock absorber 


duty for eight months over a dis- 
tance of 8,000 miles did not disclose 
a single mechanical or structural 
defect. The spring is of helical 
vanadium steel and is contained in 
a barrel of seamless steel tubing 
one-eighth of an inch thick, with 
steel caps that protect the bearings 
and wearing parts from dust. The 
hanger is drop forged from tested 
steel, milled and machined accur- 
rately, with bronze bushings in 
wearing parts; the piston is drop 
forged from tested steel, milled and 
machined accurately, with bronze 
bushing for the link pin. The re- 
tail price is $20 per set. : 


Temeo Shock Absorber 


The Temco Electric Motor Com- 
pany, of Leipsic, Ohio, which is a 
manufacturing specialist of small 
horsepower electric motors that re- 
quire the most accurate manufac- 
turing, is meeting with a pro- 
nounced success in marketing the 
Temco shock absorber. This shock 
absorber is especially designed for 
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We Make It Impossible 
For the Dealer 
to Lose 


; is the way we work with our dealers—a dealer 
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orders a supply of plugs. Suppose he takes a 

quick profit on three-quarters of them and then 
the sales slow up on the remaining one-quarter. He re- 
turns this one-quarter of his stock to us and receives 
exactly what he paid for this number of plugs. We be- 
lieve this is fair dealing, so we guarantee this to every 
dealer. We are always prepared to back up our guar- 
antee, but as a matter of fact, we are rarely called upon 



































ir 
of to do it, for instead of profiting on three-fourths the 
b- number of his order, the dealer cashes in on the whole 
vy lot and almost immediately is back asking for more. 
SHARP SPARKS 
are winning out on their merit. It requires strong 
faith in the merit of these plugs to make such a 
guarantee. To the best of our knowledge and be- 
lief, we are the only manufacturers of spark plugs 
with sufficient faith in their plugs to make such a 
guarantee. We do not know of many opportunities 
such as this. We know of few concerns who as- 
sume absolutely all risk 
which the dealer ordi- 
narily is required to 
Not the slight carry himself. We ask Tue GotiatTH 
st attention was the dealer to take the a particularly 
| needed by this . , . 
s- mode! over a profits. We prevent him = strong and 
se continuous trip absolutely from taking ee 
al ms sue ys’ losses. If there are any coat Porcelain. 
al ways as perfect losses through this guar- Meteor wire 
in as its construc- antee they fall upon us. used exclusive- 
1g tion. Is this something you ieee 
th can afford to overlook? 
xs Here is our guarantee 
ne again, read it carefully. 
2d 
r- Every unsold spark plug purchased from us by any 
in dealer can be returned to us by him at any time for 
»p the full purchase price. This is the famous Sharp 
id Good-As-Gold Guarantee. It makes the Sharp 
Le Spark Plug the favorite among Hardware Dealers. 
e- Illustrated folder on request. 
ig ‘ 
The Sharp Spark Plug Co. 
i- 
a « 
i 3388 Broadview Rd. 
P - 
. Cleveland 
1e ° 
k Ohio 
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the Ford car. Nothing has been 
added to these shock absorbers that 
can in any way nullify or com- 
promise the full, free and delicate 
instantaneous action of the springs. 
To those familiar with the quality 
of crucible chrome vanadium steel 
springs and the dependability of 
drop forgings at all points where 
the load is carried it will be im- 
mediately apparent that Temco 
shock absorbers are really and truly 
made to work and built to last. 
These specifications are in harmony 
with the company’s absolute guar- 
antee of satisfactory service and 
wear. 

The construction of these shock 
absorbers is along the following 
lines: Two spiral springs, one 
working within the other, are used 
in each cylinder. These springs are 
made from the very finest quality 
of crucible vanadium steel, which 
gives the maximum of toughness 
and durability, with a delicate ten- 
sion susceptible to the slightest jar. 
The free length of the outer spring 
for the rear of the Ford touring 
car is 5% in., with a diameter of 
2in. The front springs are 3% in. 
and 2 in. in diameter. Upon the 





Temco shock absorber 


roadster model the front and rear 
springs are the same length. The 
exact proportion of these springs 
with relation to the load they bear 
has been accurately arrived at by 
the manufacturer through two 
years of continuous experience in 
manufacturing these shock absorb- 
ers. They retail at $15 per set. 


The Stapley and “Wind- 
jammer” Tire Pumps 


The Bridgeport Brass Company, 
Bridgeport, Conn., is the manufac- 
turer of the Stapley and “Windjam- 
mer” tire pumps. It claims re- 
liability for both of these types of 
pumps. The air is taken into the 
Stapley pump at the top and there 
is no chance for dirt or dust to get 
into the tire. It is fitted with an 
automatic valve opener, which per- 
mits the tire valve to close without 
any loss of air from the tire. The 
pump cylinders are made from 
seamless brass tubing and will not 
rust. The manufacturer claims 


that its patented method of fasten- 
ing the pump cylinder to the foot 
base makes an absolutely non-leak- 





The Stapley pump 


able joint, and the pump as a whole 
is powerful, efficient and durable. 
The list price without gauge is $4, 
and with gauge $6. 

The “Windjammer” is unlike any 
other automobile tire pump on the 
market, having the following special 
advantages: The cylinders are of 
seamless brass tubes and are 
fastened into the foot base in such 
a manner as to be absolutely air- 
tight. There are no adjustment 
nuts or screw threads to cause a 
leak. The top is made of malleable 
iron and is practically unbreakable. 
To take the pump apart there is 
only one nut to unscrew. It is very 
light in weight, yet is made of the 





“Windjammer” tire pump 
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best materials and so constructed 
to withstand the severe service that 
tire pumps are usually subjected to. 
The list price without gauge is $4, 
and with gauge $6. 


Rothweiler Barrel Pump 


Rothweiler & Co., 209 N. Broad- 
way, Seattle, Washington, are mar- 
keting a barrel pump which they 
claim does not only save on waste 
of oil but is the cleanest and most 
convenient way to handle it. This 
device seems particularly adapted 
to hardware stores where a more 
expensive pumping outfit cannot be 
afforded. By the use of the Roth- 
weiler barrel pump the old, out-of- 
date method of tapping a barrel, 
screwing a faucet into the hole, 
then calling in your neighbors to 
help you roll or hoist it upon a 
bench and then possibly having the 
faucet leak oil all over the place, is 
done away with. There are no 
threads on the base of the pump, it 
being only necessary to bore a 144- 
in. hole into the head of the barrel 
and drop the pump into the hole. 
The pump is held stationary both in 
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Rothweiler barrel pump 


the top and bottom of the barrel 
by patented means. It is not neces- 
sary to punch an air hole, as the air 
supply is taken care of through 
the base of the pump. 


The “Easyback” Cushion 


The Holden Mfg. Company, of 
St. Paul, Minn., is creating a wide 
demand for its “Easyback” cushion 
and tire tools. While manufac- 
turers of motor cars have not. 
wholly succeeded in providing all 
the comforts for their cars, it has, 
however, been left to the manufac- 
turers of accessories to provide 
many comfortable conveniences for 
motorists. One of the most adapt- 
able comforts lately introduced is 
the “Easyback” cushion for use at 
the base of the back of the driver’s 
seat. About 90 per cent. of the 
people who drive cars will sit in 
the seat with their backs unsup- 
ported just where the strain is the 
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The most popular warning signal in all motordom—best to buy, 
easiest to sell. 

The warning note is of intense volume and will secure the right 
of way under any traffic conditions. 


Guaranteed unconditionally by an organization that leads the world in the 
production of Automobile Electric Warning Signals. 


The complete line of GARFORD accessories will make you headquarters to 
motor car, motor boat and motor cycle owners. 


Special Ford REXO II sells to every Ford owner on sight. Price $3.85 com- 
plete. Guaranteed to fit Ford cars. 


MAXO II, the unfailing motor cycle signal. Same construction and high 
grade workmanship as REXO II. Motor cycle owners will accept no other signal 
if MAXO II is for sale in their territory. 


GARFORD Speedometers and Lighting Systems are built to the GARFORD 


standard of quality. They will bring you many new customers. 


Send for catalogue and introductory selling proposition. It will give you a 
new line on Automobile Accessory profits. 


THE GARFORD MANUFACTURING CO. 


100 OLIVE STREET 


Successors to THE DEAN ELECTRIC CO. 
ELYRIA, OHIO, U. S. A. 


DISTRIBUTORS : 
The Garford Mfg. Co. The Dean Electric Cc. The Dean Electric Ce. 
Kansas City, Mo. Los Angeles, Cal. Seattle, Wash. 


The Sumter Telephone Supply Co., Sumter. S. C. 
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greatest when applying the brake or 
holding out the clutch. This posi- 
tion causes an excessive strain on 





Holden “Easyback” cushion 


the muscles, the result of which is 
a tired feeling and quite often a 
serious backache. The “Easyback”’ 
fills the vacant space and supports 
the entire back, permitting one to 
sit relaxed and comfortably. It is 
made from a strong waterproof fab- 
ric, in a dark gray color or sub- 
dued brown, which will match slip 
covers, imitation leather or genuine 
leather. The dimensions are 21 
in. wide, 8 in. high, 4 in. thick at 
the bottom. The front side tapers 
up, making it about half an inch 
thick at the top. Retail prices 
range at from $3.50 for genuine 
leather to $2 for either imitation 
leather or the fabric. 


Motorcycle and Bicycle 
Telescope Tire Pump 
The Bridgeport’ telescope motor- 


cycle and bicycle tire pump, manu- 
factured by the Bridgeport Brass 








Motorcycle and bicycle telescope tire 
pump 


Company, Bridgeport, Conn., is 
made from heavy selected seamless 
brass tubing, including inner 
plunger tube, making a durable, re- 
liable pump. The handle and nipple 
ends are reinforced. The rubber 
tube and hose connection telescope. 
into the handle and barrel of the 
pump when not in use. The manu- 
facturer furnishes either connec- 
tions for either American or for- 
eign valves. This pump is made in 
two styles, the “Cyco” type, retail- 
ing for $1.35 each, and type No. 20, 
retailing for $1.75 each. 


The Improved Search- 
light Gas Lantern 


The improved searchlight gas lan- 
tern for motorcycles and bicycles is 
another specialty manufactured by 
the Bridgeport Brass Company, 
Bridgeport, Conn. This lamp is 
simple and easy to operate; it has 
no complicated parts and no wrench 
or tool is necessary in its use. It 
throws a brilliant, penetrating 
light. It is furnished with a “Uni- 
versal” bracket, which enables one 
to attach it either to the head or 
fork of the machine. It is auto- 
matic in action, the gas being gen- 
erated only as it is used. The lens 
can be easily taken out to be 
cleaned. It is constructed upon the 
drip idea. The carbide is in a 
telescopic compartment in the lower 
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Searchlight gas lantern 


part of the lantern, and the water 
tube passes through the center of 
the compartment so as to feed the 
water supply at the bottom of the 
carbide. The flow of the water is 
regulated by a small lever at the 
top. The list price is $2.50 each. 


The “Leasure” Sanitary 
Eye and Nose Shield 


The Sanitary Sales Company, 
East End Trust Building, Pitts- 
burgh, Pa., is manufacturing and 





The “Leasure” sanitary eye and nose 
shield 
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promoting the sales of the 
“Leasure” sanitary eye and nose 
shield. The company claims for its 
merit these features: that it is 
readily folded, protects the nose, 
does away with that perspiring and 
drawn feeling caused by old-time 
heat-producing goggles, and is par- 
ticularly adapted to ladies’ use. It 
is made in white, amber, blue and 
green and retails for $1. 


Burleigh’s Watch Car- 
rier 
George K. Burleigh of Penacook, 


N. H., has devised a very neat and 
effective watch carrier for attach- 





Burleigh motorcycle watch carrier 


ing to the front upright bar of a 
motorcycle or bicycle. This carrier 
is made of steel wire covered with 
woven linen thread. Its flexible clip 
clasps the watch and holds it firmly 
and securely. The clip holding the 
watch eliminates all jolts and jars 
to the timepiece, and its position 
directly in front of the rider en- 
ables him to se the time without 
any inconvenience. Retails for $1. 


The Float-Jet Carburetor Company, 
N. J., has been incorporated to man- 
ufacture carburetors; $200,000; by 
Elmer S. Smith, M. B. Smith, E. G. 
Gufford, Newark. 


The Greenleaf Mfg. Company of 
Hartford, Conn., has been incorporat- 
ed; automobile parts; $35,000; by 
George J. Long, W. H. Greenleaf and 
John R. Hays, all of Hartford. 


THROUGH AN ERROR in June 25 issue 
of HARDWARE AGE, an illustration of 
the new J-M lantern was used with 
an item describing the new J-M Non- 
Blinding Lens. 
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ELECTRIC WARNING SIGNAL 








The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to “fit” every car 
and every motor boat. 


It doesn’t stay in stock. 
Write. 


Prices from $7.00 to $15.00. 


The Sparks- Withington Co. 


Jackson, Michigan, U. S. A. 
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NOTES OF THE RETAIL HARDWARE TRADE 


NoRWICH, CONN.—Albert Boardman requests catalogs with 

prices on plumbers’ supplies. 

Byron, Itu.—Low Marget has purchased John Feltman’s 
interest in the Emery & Feltman hardware store. The new 
firm will be known as Emery & Marget, and will carry the 
following lines, on which catalogs are requested: baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, prepared roofing, 
ss ranges and cook stoves, refrigerators, shelf hardware, 
in shop, wagons and buggies,.and washing machines. 

PECATONICA, ILL.—The implement business of W. J. Bucklin 
has been sold to Henry Meyer. 

MULBERRY, IND.—The Kent Beavers Hardware Company 
has changed its name to Kent Bros. Company. The firm was 
established in 1895 and carries the following lines: automo- 
bile accessories, baseball bathroom. fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, 
churns, cream separators, cutlery, dairy supplies, dynamite, 
fishing tackle, furnaces, furniture department, semen and 
tin sheets, gasoline engines, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 

rigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons and buggies, and washing 
machines. ; 

WINGATE, IND.—James Vancleave has bought W. A. Moon’s 
interest in the Wingate hardware store. The firm will be 
Hatton & Vancleave. 

WICHITA, Kan.—The Miltner Hardware Company has been 
dissolved. P. M. Ray has succeeded to the business. Catalogs 
requested on baseball goods, bicycles, buggy whips, builders’ 
hardware, churns, cutlery, dog collars, fishing tackle, ham- 
mocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, mechanics’ tools, poul supplies, Dumps, 
ranges and cook stoves, refrigerators, shelf hardware, sport- 
ing goods, and washing machines. 

Bay Crry, Micu.—The Rechlin Hardware Company has 
recently remodeled and redecorated its store. New show 
cases and fixtures, electric passenger elevators and a new 
lighting system have been installed throughout. The firm’s 
stock consists of the following: baseball goods, bathroom 
fixtures, bicycl builders’ hardware, building paper, chil- 
dren’s vehicles, urns, crockery and glassware, cutlery, dog 
collars, electrical household specialties, fishing tackle, furni- 
ture department, hammocks, heating stoves, home barbers’ 
supplies, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, toys, games, and washing machines. 

Bakur, MINN.—The McGrath Veil Implement Company has 
been incorporated with a capital stock of $25,000. The incor- 
porators are John McGrath, W. C. Noice and W. A. Veil. 

Guiencom, Minn.—J. E. Essen has sold his hardware busi- 
ness to C. A. Genet. 

HaRWICK, MINN.—The Harwick Hardware Company has 
been sold to M. P. Loberg. 

HamiuTon, Mo.—Frank Parrish & Son have added an addi- 
tional warehouse to their property. 

Great FaLus, Mont.—W. H. Sheeran has opened a hard- 
ware business here under the name of the Sheeran Hardware 
Company. Mr. Sheeran was formerly with the Kelly, Howe, 
Thompson Company of Duluth. The Sheeran Company car- 
ries ihe following lines: Baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, fishing tackle, galvanized and tin 

eets, hammocks and tents, harness, —-s stoves, heavy 
farm implements, heavy hardware, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, pumps, 
ra and cook stoves, refrigerators, sewing machines, shelf 
onienire, silverware, and sporting goods. Catalogs requested 
on tools, specialties, etc 

LEWISTON, Mont.—The Judith Hardware Company has 
opened a complete harness, saddlery and repair department 
on the second floor of its store building. The company has 
made improvements in the store, including an electric sign, 
wall cases and cash registers. The capital has been increased 
from $100,000 to $200,000. The company does a_ wholesale 
and retail business and expects to increase the jobbing part 
of it materially. Catalogs requested on baseball goods, belt- 

and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, electrical household specialties, fishing tackle, fur- 
naces, gaivanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen cabinets, 
kitchen nouseturnicnings, lubricating oils, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewin machines, shelf 
hardware, silverware, sporting goods, tin shop, wagons and 
buggies, and washing machines. 

BROOKLYN, N. Y.—C. J. Wilkinson & Co. have moved to 
larger quarters, in order to accommodate their increasing 
business. The new store is at 484 and 486 Tompkins ave- 
nue, corner of Fulton street. The store will be divided into 
departments, one for hardware and one for housefurnishings. 
Catalogs requested on builders’ hardware. 

GLeNs FaLus, N. Y.—Whipple & Sherman have been incor- 
porated to deal in hardware, with a capital of $20,000. The 
directors are C. R. Whipple, R. M. Sherman and J. . Rus- 
sell. The company has moved into a new store 24x 106 feet. 

WAYLAND, N. Y¥.—The Kimmel Hardware Company has 
recently made a number of improvements to its big store. A 
new front will be put in, install new wires throughout, a new 
cement floor in the cellar, and everything has n painted 
throughout. Catalogs requested on automobile accessories, 











baseball goods, bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, lime and cement, linoleum, lubricatin 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes an 
glass, plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, tin shop, wagons and bug- 
gies, and washing machines. 


JESSIE, N. D.—Oscar Rogney and D. Jensen have dissolved 
partnership. The business will be continued by Mr. Rogney. 
Catalogs requested on refrigerators and automobile supplies. 


East PALESTINE, OHIO.—D. S. Smith has sold his hardware 
store to P. C. Hawk. Mr. Smith has conducted the store for 
nearly thirty-five years. Catalogs requested on automobile 
accessories, baseball goods, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, fishing tackle, hammocks and 
tents, harness, heating stoves, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and ig plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, velviowe 
ators, shelf hardware, silverware, sporting goods, and wash- 
ing machines. 


PORTSMOUTH, OHIO.—The Central Hardware Company has 
moved into more commodious quarters, at 543 and 545 Second 
street. It will increase its stock and add new lines. 


STEUBENVILLE, OHIO.—The remodeled and _  refurnished 
building of the Steubenville Hardware & Supply Company was 
recently opened to the public. A new front with big display 
windows replaces the old one, and the interior of the store 
has been provided with new wall and show cases. A model 
rest room is being installed for women patrons. 


Bristow, OKLA.—M. J. Groom, for fifteen years the leadin 
hardware merchant in Richland, Mo., and baediner of the inks 

. D. Groom, has purchased an interest in the F. H. Groom 
hardware store, which -will be known in the future as the F. 
H. Groom Hardware Company. Catalogs requested on auto- 
mobile accessories, baseball goods, bicycles, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies 
lubricating oils, mechanics’ tools, agg oils, varnishes and 
glass, plumbing department, poultry supplies, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware 
silverware, sporting goods, tin shop, wagons and buggies, and 
washing machines. 


KNOWLES, OKLA.—W. W. Adams has sold out to T. C. Mur- 
dock & Co. Catalogs ene ne on baseball goods, bathroom 
fixtures, buggy whips, builders’ hardware, churns, cream sep- 
arators, crockery and glassware, cutlery, fishing tackle, fur- 
niture department, galvanized and tin sheets, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, sport- 
ing goods, and washing machines. 


WAYNOKA, OKLA.—J. W. Scott has added a new stock of 
harness and hardware to his produce, flour and feed business. 


CRABTRER, OrRE.—W. J. Turnidge will open a store here 
and carry a complete stock of hardware and implements. 


_ SHARON, Pa.—The Roberts Hardware Company has moved 
into larger quarters on Vine street. 


CoLtumBi4, S. C.—James L. Gillespie, formerly with Lorick 
& Lowrance, has purchased the interest of Mr. Van Ness in 
the Lawton & Van Ness Hardware Company. The name of 
the firm in the future will be the Lawton-Gillespie Company. 
ae requested on general hardware and household fur- 

ngs. 


CoLMAN, S. D.—The Rogness & Johnson hardw busi 
has been sold to H. H. Bunkers. a 


DALLAS, TeEx.—The Cedar Springs Hardware Company has 
been incorporated, with a capital stock of $3,000. The incor- 
porators are J. C. Wylie, H. J. Christler and R. C. Gilliland. 
Catalogs requested on automobile accessories, bathroom 
fixtures, belting and packing, cream separators, heavy farm 
implements, lime, linoleum, oil cloth, plumbing department, 
prepared roofing, and tir shop. 


Houston, Tex.—The Phillippi Sporting Goods Company 
has opened a new store here. e business is wholesale and 
retail and the lines carried are baseball goods, bicycles, cut- 
lery, dog collars, fishing tackle, sporting goods, toys and 
games. Catalogs requested on sporting goods. 


NACAGDOCHES, TEXx.—Cason, Monk & Co. state that the 
amendment to their charter, changing the capital stock to 
$65,000 was repealed. The charter now stands as originally 
granted, or capital stock $75,000. 


__ SAN Sasa, Tex.—The Ward Hardware Company has sold 
its furniture, hardware and implement business to the W. A. 
Martin Hardware & Furniture Company. The lines carried 
are the following: automobile accessories, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy hardware, kitchen 
cabinets, kitchen housefurnishings, linoleum, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, and washing machines. 


TIMPSON, TEX.—J. E. Pittman will open a furniture and 
hardware business here. Catalogs requested on baseball 
s, bicycles, buggy whips, builders’ hardware, children’s 
vehicles, crockery and glassware, cutlery, fishing tackle, fur- 
niture department, galvanized and tin sheets, hammocks and 
tents, heating stoves, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, mechanics’ tools, poultry supplies, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods. 
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Atkins Always Ahead! 


Here is an entirely new idea in Hand Saw Handles. 
We've discarded the old style carved Handle and in 
its stead we offer on our most popular patterns— 


AT THE SAME PRICE—the new beautiful and 


attractive 


Embossed Handle 


The increased cost to us is fully justified by the improved appear- 
ance of the Saw. It makes them even more individual—even 
more distinctly ATKINS. You'll be surprised how quickly your 
best trade will buy these beautiful Saws with the new and ex- 
clusive ATKINS Embossing. 





And—remember—they are the same price to you, even if you can easily 
get 25 to 50 cents more for them. 


We furnish the Atkins Embossed Handle not only in the Atkins Per- 
fection Pattern, but also on the old style Straight Across Handle. 


Atkins ‘ver Saws 


It’s little big things like this that add individuality and quality to the 
ATKINS line of Hand, Rip, Panel, Back, Compass, Keyhole, Wood 
and other types of Saws as well as to ATKINS Trowels, Saw Fitting 
Tools and Specialties. 





Why not get started with the big popular money-making line? We'll 
increase your profits and we'll ‘“‘Help You to Sell.”’ 


E. C. Atkins & Co., Inc.. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in the following cities. Address E. C. ATKINS & CO., Inc. 
Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chicago New Orleans San Francisco Sydney, N. S. W 

Memphis New York City Seattle 


Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England. Agents for Great Britain. 
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Prepared by Hardware Age Window Trimming Specialists 


the windows should bear in mind in order to 
have an artistic display of hardware and one 
that will also pull business: simplicity in arrange- 
ment, harmonizing color effects and to have the 


T HERE are three rules which the man who trims 





HERE ARE 
A Few 
SNAPS 

YOu 














A window suggestion 


trims, especially if they are tools and other lines 
appealing to men, as masculine as possible, devoid 
of fussy frills. 

If you can introduce some feature into your dis- 
plays aside from the actual merchandise itself that 
will have a tendency to more forcibly attract to the 
showing and assist in embedding the thoughts of the 
article and its uses or prices on the minds of the 
onlooker, your window has accomplished more than 
the ordinary showing of merchandise. 

The ideas which we give on this page each week 
are designed especially for that purpose, and if you 
will make use of them you will soon se that extra 
trade and attention to your displays will be the 
result. 














Hot Dayvs 
"fave 7o 

GJerror Jor the 
users of the 


=? \-Brst-O 


Aidomatie Electrie Iron. 























A good card for the warm weather season 


D 
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Utilizing Ginger Snaps 


Our idea this week shows how a 10-cent package 
of ordinary ginger snaps may be utilized to advan- 
tage in order to forcibly call attention to some 
special values in tools or hardware. The central idea 
consists of a large sign lettered as follows: “Here 
are a few snaps for you.” Directly in front of this 
sign in a studied careless way in an open package 
of ginger snaps. 

Each of the price tickets used on merchandise 
shown should be labeled with a ginger snap on 
which the price is painted in white ink, and by 
having your white ink thick you will be able to 
make good, clear letters on these ginger snaps, and 
they will act as an unusual price attracter. 


Our Show Card Suggestion 


Novelties in show card writing are becoming very 
popular in store work. By novelties is not mean 
freaks, but some catchy addition or change from the 


IN & \ 


Fox Scraper 


mike Old floors 
New 





























Calling attention to floor scrapers 


common show card that will attract attention as 
away from the ordinary. Quite often show cards 
laid out and lettered along the lines to the ones we 
reproduce herewith will give character and tone to 
an otherwise plain window showing. These cards 
are all embellished with illustrations taken from the 
advertising pages of HARDWARE AGE. 

Assuming that you have some knowledge of let- 
tering, arrangement and composition of show cards, 
you should be able to compile attractive layouts of 
the following order. 

The lettering on the illustrated cards shows a 
combination of brush and pen work. All of the 
headline words, such as “Fox Scraper” and 
“‘A-Best-O” are made with the brush chiseled flat. 
The remaining lettering on both cards is done with 
the Sonnecken pen, using both the upright and 
slanted letter. 
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PRESIDENT WILSON CHANGES ATTITUDE 


WASHINGTON, July 5, 1914. 
RESIDENT WILSON, while admittedly pro- 
P posing to stand fast in his announced legis- 
lative policy toward “big business,” has con- 
cluded to make a change in his personal attitude 
towards the industrial captains of the country. 

Henceforth the latchstring of the White House 
will hang on the outside and the welcome sign will 
be conspicuously displayed for any man of affairs 
who may have a substantial business message to 
deliver. 

The visit of J. P. Morgan with the President dur- 
ing the week marked a decided change in the bear- 
ing of Mr. Wilson towards the leaders in business. 
It is admitted in Administration circles that a num- 
ber of other conferences are to follow during the 
course of the next few weeks. 

One of the future meetings which has been ar- 
ranged will take place Wednesday, when Mr. Wilson 
will receive a delegation representing the Chicago 
Association of Commerce. It is said that the pur- 
pose of this conference is to discuss in an informal 
and friendly manner the pending anti-trust legisla- 
tion. 

It is reported from the White House that no par- 
ticular business problem was discussed at the meet- 
ing with Mr. Morgan, but that conditions generally 
were gone over. Mr. Morgan, in any event, ap- 
peared pleased with the result of his interview. 

It is the understanding of those near the Admin- 
istration that the President is considering the issu- 
ance of a lengthy statement covering his attitude 
towards “big business” generally, with particular 
reference to the endeavor that is being made to en- 
force competition as among the big corporate indus- 
tries of the country. 

Mr. Wilson is quite clearly annoyed at the con- 
tinuance of the depression talk and proposes to se- 
cure at first hand, and from reliable sources, the 
sincere opinions of men who are in positions to 
know the exact status of affairs at the present time, 
and the prospects for the coming months. In return 
these business men will be told that they have noth- 
ing to fear from the proposed trust legislation, and 
that, under the new laws, commerce and finance are 
not to be harrassed by the Federal Government. 


oe Senate is still discussing the “unfair com- 

petition” section of the Newlands Federal 
Trade Commission Bill which proposes to give the 
commission power to pass upon any and all trade 
practices, and declare which shall or shall not be 
deemed to be unfair. 

Senator Borah, of Idaho, is waging a persistent 
campaign against this provision, claiming that it is 
altogether too broad and indefinite, and, further- 
more, that it places in the hands of a commission 
too large powers over the business interests of the 
country. The following extract from the address of 
Senator Borah on the floor of the Senate quite 
clearly sets forth the attitude of those opposing the 
legislation: 

“If the Senator from Illinois: (Mr. Lewis) can 
not define in advance what unfair competition con- 
sists of, if he can not advise with reasonable cer- 
tainty what constitutes unfair competition, how is 
the business world going to know, except through a 
long series of hearings and decisions running 
through the years, as under the Sherman Law, what 
constitutes unfair competition? Does not all this 
disclose that we are seeking to deal with this matter 
in an impractical way? Shall we then send out a 
roving commission into the business world to deter- 


mine what shall be unfair competition without any 
guide from us or without any power to review their 
action?” 

Senator Borah called attention to the fact that 
under the Sherman Law the business world was 
bidden to compete, and that now, under the pro- 
posed law, while still recognizing competition as 
necessary, it is to be insisted upon that such com- 
petition must not be unfair. 

Senator Newlands, who has proved himself an 
able debater during the course of the trust legisla- 
tion discussion, makes out a very good case in sup- 
port of his bill, and in reply to the criticisms of the 


- Opposition. 


In defense of the “unfair competition” provision 
Senator Newlands admits that competition is war, 
but argues that, as there may be brutal warfare as 
well as civilized warfare, so there is brutal compe- 
tion and also civilized and fair competition. While 
nations are doing their best to substitute civilized 
for barbaric warfare, so the object of the pending 
measure is to substitute fair for unfair and cut- 
throat competition wherever the latter variety 
exists. : 

“It seems to me,” argues Senator Newlands, “that 
it would be folly for us to attempt by a definition of 
each practice to cover the field, because we have the 
testimony of experts in business that unfair com- 
petition is so multiform that if we condemn 20 
practices that exist to-day, 20 more will be invented 
to-morrow. So we must have some general rule. 
The committee has adopted the very best rule that 
it could find; it relies upon a phrase that has a con- 
stantly increasing significance.” 

Advocates of the broad phraseology claim that the 
expression “unfair competition” is not a new 
phrase. They assert it is not an untried term, and 
in the processes of business can not be held to be 
an experimental phraseology, but that it is a mere 
adaptation of expressions from the decisions of 
courts which have come down as expressive of cer- 
tain conduct. Therefore, it is insisted, the business 
world will have to recognize the meaning of the 
term as it has been defined with reference to trade 
practices. 

The gist of the discussion in the Senate of the 
Federal Trade Commission Bill is to the effect that 
the Sherman Law, if it were thoroughly enforced, 
would amply cover and take care of all unfair trade 
practices. It seems to be agreed that such enforce- 
ment has not been, and is not now, whole-heartedly 
undertaken. 

The reason for this laxity is quite pointedly put 
by Senator Borah, who stated that the failure of the 
existing law to correct corporate evils lay in the 
fact that crises intermittently arrive when business 
and politics feel that it is necessary to adjust their 
differences. This is due to the fact, the Senator 
argued, that the country has not yet arrived at the 
time when it is willing to deal with this subject in 
the only way in which it can be dealt with effect- 
ively. 

Despite the criticism of the Newlands Trade 
Commission Bill, particularly the opposition. to the 
“unfair competition” section, it is conceded that the 
measure will go through the Senate within the next 
few days. The House it is believed, will accept it 
without any prolonged opposition. 

Any merchant interested and desiring copy of the 
speech of Senator Borah of Idaho, in opposition to 
the Newlands Federal Trade Commission Bill, will 
no doubt have one promptly mailed him upon appli- 
cation to his Senator or Congressman. 











The Real Thing 


HE cub reporter saw a hearse start away 
from a house at the head of a funeral 
procession. 

“Whose funeral?” he inquired of the cor- 
ner storekeeper, who was standing near his 
: =| door, gazing at the conveyances. 

“Chon Schmidt.” 

“John Smith!” exclaimed the cub. 

to say John Smith is dead?” 

“Vell, py golly,” said the grocer, “vot you dink dey 

doing mit him—practicing?”—Exchange. 





“You don’t mean 


No Bible Student 


ERCIVAL H. DODGE, the well-known diplomat, 
said at Niagara Falls to a newspaper cor- 
respondent: 

“Diplomacy, like any other profession, requires train- 
ing; and he who attempts to step from his law office 
or his factory straight into the diplomatic world is apt 
to commit a few solecisms. 

“Yes, he is apt to show a diplomatic ignorance, sim- 
ilar to the Biblical ignorance of Senator Blanc. 

“Senator Blanc, you know, accused the senate chap- 
lain of plagiarism. He declared heatedly, as to the 
prayer just uttered by the chaplain, that he had heard 
it, almost word for word, at a funeral three years 
before. 

“Investigation proved that it was the Lord’s prayer 
to which the Senator referred.”—Ezxchange. 


A Great Future 


F IRVING FLETCHER, the after-dinner speaker, 
e said at a banquet at Delmonico’s in New York: 

“Mankind is only just beginning to realize the vast 
possibilities of advertising. Advertising is an instru- 
ment on which, as it were, we have only learned to 
strum one-finger exercises. We no more grasp the full 
use of advertising than Calhoun Clay grasped the full 
use of the foot-rule. 

“*Here, Cal,’ the old man’s master said, ‘take this 
foot-rule and measure that marble seat in the garden 
for me.” 

“Cal said on his return: 

“*The seat is the length of the rule, sir, with three 
fingers over, and this piece of string, and the breadth 
of my hand and arm from here to there, barrin’ a 
thumb.”—E'xchange. 


Pleasantries 


'WO Irishmen were working on the roof of a build- 
ing one day when one made a mistake and fell to 

the ground. The other leaned over and called: 

“Are you dead or alive, Mike?” 

“T’m alive,” said Mike feebly. 

“Sure, you’re such a liar I don’t know whether to 
believe you or not.” 

“Then I must be dead,” said Mike, “for you would 
never dare to call me a liar if I wor alive.”—Exchange. 


Efforts All in Vain 
¢¢7T TOLD Mrs. Grimpus she didn’t look a day older 
than she did a year ago and she got mad.” 
“No wonder. She spent the past twelve months try- 
ing to make herself look ten years younger.”—Balti- 
more Sun. 
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Obedient Willie 


f nage teacher wanted some plums in order to give an 

object-lesson during school hours, and, calling one 
of the small boys, she gave him ten cents and dispatched 
him to the fruit-stand down on the corner. 

“Before you buy the plums, Willie,” she cautioned, 
“‘you had better pinch one or two to make sure they are 
ripe.” 

Little Willie flitted away. Soon he came back and 
smilingly put the bag on the teacher’s desk. 

“Oh, thank you, Willie,” said the teacher, taking up 
the bag. “Did you pinch one or two as I told you to 
do?” 

“Did I?” was the gleeful response. 
whole bagful, and here’s your ten cents.” 
Home Journal. 


a pinched the 
—Ladies’ 


The strength of a small mind is only stubbornness.— 
Exchange. 


Short 


HE high-born dame was breaking in a new footman 
—stupid and honest. 

In her brougham, about to make a round of visits, 
she found she had forgotten her bits of pasteboard. So 
she sent the man back with orders to bring some of 
her cards that were on the mantelpiece in her boudoir 
and put them in his pocket. 

At different houses she told the footman to hand in 
one, and sometimes a couple, until at last she told 
James to leave three at one house. 

“Can’t do it, mum.” 

“How’s that?’ 

“I’ve only got two left—the ace of spades and the 
seven of clubs!”—Ezachange. 


Brains rarely ever cause a swelled head.—Macon 
Telegraph. 


Perfectly Good Reason 


MONG the employees whose duties are supposed 

to be discharged in the rear of a certain shop in 

Baltimore, while the proprietor looks after matters in 

front, are a couple of darkies, who occasionally “take 
things easy.” 

One afternoon they were engaged in a quiet game of 
seven-up on a barrel, when they were startled by the 
sudden appearance of the boss, whom they supposed to 
be in his usual place in front. 

The boss was angry. “How is it,” he demanded, 
“that I find you fellows playing cards?” 

“T don’t know, boss,” was the response of one of the 
darkies, “unless it’s on account of them rubber heels 
you is wearin’.”—Lippincott’s Magazine. 


You can’t measure what a person says by the num- 
ber of words he utters.—E xchange. 


Restricted 


HE father of a large family of children was trying 
to read the evening paper. 
“What’s that terrible racket in the hall, Martha?” 
“One of the children just fell downstairs.” 
“Well,” he replied, turning over another page of the 
paper, “you tell the children if they can’t fall down- 
stairs quietly, they’ll have to stop it.”—-Lippincott’s. 











PUBLICITY FOR THE RETAILER 


Story of a Successful Opening—Oklahoma Dealer Voices Advertising 





GRAND OPENING 


RECHLIN 


HARDWARE CO. 


Bay City. Michigan 





Thursday, May 28th, 1914. 
Afternoon and Evening 


Music 2 to 5 and 7 to 10 P. M. 


We hereby wish to extend to you a most cordial invi- 
tation to attend the Grand Opening of our newly remodeled 
store. 


We have installed an Electric Passenger Elevator of 
the latest type: a new and improved Lighting System: con- 
verted our Third Floor, as well as the Basement, into Sales 
Floors, which gives us now over 17,000 square feet of 
floor space; added new Show Cases. and re-decorated the 
entire building. 

These improvements have made our store into one of 
the finest and most up-to-date hardware stores in the State. 


We would like to have you with us on this great day. 
FRED A. RECHLIN 


WALTER CG. RECHLIN 
ARTHUR J. RECHLIN 











No. 1—Invitation sent to customers, friends, manufac- 
turers and jobbers, by the Rechlin Hardware Company 


A Remodeled Store Opens with Great Success 


No. 1 (5 in. x 6% in.). This invitation was 
printed on regular note paper, enclosed in an 
envelope to match and mailed to all the customers 
and friends of the Rechlin Hardware Company, Bay 
City, Mich. Manufacturers and hardware jobbers 
also received copies of the invitation. This invita- 
tion in connection with a large newspaper ad made 
the reopening of the Rechlin firm something to be 
remembered as a business achievement. It should 
be of interest to you to read over some of the 
details of this grand opening, which are given us in 
a letter from the Rechlin people. The letter, in 
part, is as follows: “The evening before our open- 
ing, May 26, we ran a special three-page ad. This 
was the largest individual ad ever written in this 
city. On the first page were photographs of the 
members of the firm and the employes, with a his- 
tory of each individual. This resulted in bringing 
to our store a large number of friends of our em- 
ployes who desired to congratulate them upon their 
success. We feel confident that the money spent in 
issuing this special ad was well invested. The ad 
brought us many compliments. A large number of 
manufacturers’ and jobbers’ representatives were 
with us on the opening day, which helped to make 
the opening a great success. The visitors were 
given useful souvenirs. On the first floor was placed 
an orchestra composed of the best musicians in the 
state, and they rendered fine selections during the 
afternoon and evening. On the third floor they 
could see our large lines of galvanized ware and 
tinware, also lawn mowers, screen doors, coaster 
wagons, velocipedes, sulkies, etc., which were dis- 
played in a very attractive manner. On this floor 


we also have our toy department, which has been 
made a feature by this firm, and this was of great 
interest to the children. On the second floor we 
had our large line of furniture. On the first and 
main floors the visitors saw our main lines and the 
sporting goods department. In the basement they 
saw our newly constructed stove room. We have 
taken one-half of our basement and put up a plas- 
tered partition so as to make the room dust-proof. 
The walls were tinted with an orange color, and the 
steel ceiling was painted perfectly white. The 
stoves were placed on red platforms, the legs sitting 
on nickel-plated stands. This made a very fine dis- 
play. One of the improvements, the installing of a 
new electric passenger elevator of the latest type, 
proved very successful, the elevator running from 
the basement to the third floor. The elevator was in 
charge of a competent elevator attendant in uniform. 
The new lighting system is according to the latest 
standards, making out store a ‘daylight’ store at 
night. We have an arrangement by which we light 
our window lights on the three floors, giving us 
much more window display. Our windows are 
changed weekly. On the first floor we have added a 
hundred feet of new silent salesmen showcases, 
which gives us more room and enables us to make a 
better display of our goods. In the window we 
have had new showcases built, which act as a back- 
ground. The doors leading into the window are of 
French design and electric lighted.” 


A Well-Planned Hot Weather Ad 


No. 2 (2 cols. x 12% in.). This attractive ad 
comes to us from the Lamm Hardware Company, 
Afton, Okla. As a whole, it is happily written and 
adequately illustrated. The electric fan copy and the 
refrigerator text are especially worth reading over 
if you are on the trail of new ideas. We quote some 
interesting information from a letter sent us by 
the Lamm firm under signature of Gus Lamm. 
Mr. Lamm writes: “We run these ads weekly and 
change them weekly. We have a quantity of dodgers 
printed from the ad form. The first week we use 
one side of sheet—the second week we put one ad 
on the other side of this same sheet. The next two 
weeks we have our two ads on another sheet and we 
then mail these two sheets containing our four ads 
to our customers. We keep a good mailing list, ard 
consider this form of advertising good, and the 
result is we have the cream of the business in our 
district.” This letter suggests an idea which entails 
very little expense to try out, and the results 
obtained by the Lamm firm would seem to fully 
justify a tryout by any hardware merchant located 
in the country. In sending out the two sheets the 
merchant is virtually mailing to his customers each 
month a small catalog. On the letterhead of the 
Lamm Hardware Company there appears behind the 
signature the picture of a lamb and the slogan, “We 
never fool the public.” The one we would use more, 
the other we would discard. The picture of the 
lamb could easily be worked in the newspaper signa- 
ture, and its use in newspaper ads would give it an 
immense trade-mark value. The catch-line before 
mentioned is ambiguous—one cannot help but feel, 
upon reading it, that the public beat the Lamm 
Company to it. “Always Busy” and the portrait of 
the lamb would be a far better working combination. 
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“ALWAYS BUSY” 





| LAMIS | | LAMIN'S 


WHY DREAD 


The Hot Summer Months 


That are nearly here, when a small sum of money will get 
thee SUMMER NECESSITIES that will give health 
and comfort to yourself and family? 


G-E Electric Fans 


THE WORLD'S BEST 

The Electric Fan reduces discomrort by keep- 
ing the air in aroom in motion and thus in- 
creasing evaporation and ventilation: excel- 
lence of materia! and construction, quality of 
finish, and detail of adjustment embodied in 
G-E Electric Fans have resulted in an enor- 
mous increase of sales, indicating that purch 
asers are able and willing to discriminate be- 
tween that which is good and that which is 
merely expensive. Wecarry instock the 8-inch, 
12-inch and 16-inch fans at the lowest possibile 
retail price. 


Why Use the Hot 
Point Electric 
Tron? 


Handy, economical, Jabor- 
saving, time saving, clean, cool 
and efficient. Guaranteed for 
ten years. Price, $3.50 






































Hammocks 


That will fast you longer and 
give better service. 
From $1.50 to $5.00 

















See our DOUBLE QUICK Ice 
Cream Freezers @ Water Coolers 











The Quick Meal 


Gasoline Ranges are the self-yeneratiny 
style. You light it the same as you would 
for natural gas. Prices from $2,75 up. 
The new 1914 Gas Range, like cut, $27.50 

We also carry a complete stock of Quick 
Meal Oil Stoves. 








The Famous 
Herrick 


THE DRY AIR SYS- 
TEM—The air inthe Herrick 
‘s kept dry and sweet because 
the Herrick is constructed in 
such # manner that when fill- 
ed with ice the air begins to 
move—to circulate just as if 
it was moved by afan. This 
is an important feature as it 
keeps the provisions . sweet 
and at the same time picks up 
poisonous matter and Carries 
it Off through the drain tubes. 
é We would like an opportun- 
ity to explain this feature more fully, and we solicit a call at the store 

GENUINE OAK CABINET—Odorless spruce or white enamel 
lined. Wire shelves. All shelves and drain parts removable and 
easily cleaned. Hinges and clutches are extra heavy brass, nickel 
plated. Walls are packed with mineral wool and moisture-proof 
paper to kecp out warm air and save ice. Very economical. 

Same as cut but with two doors, $16.00. 








Lamm Hardware Company 


“ALWAYS BUSY 





No. 2—Well worth reading over if you are on the trail 
of new ideas 


Snappy Talk on Oil Stoves 


No. 3 (2 cols. x 10 in.). Hardware Holcomb of 
Michigan sends along this ad, devoted in the main 
to oil stoves of the Wedgeway brand. Holcomb 
has arranged his ad in manual form, and there is 
not a dull moment while you are reading his crisp 
declaratives and his terse questions, with their 
snappy answers. The answers are so brief and so 
simply worded that there doesn’t seem much of 
anything left for the reader to do but to get the 
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OIL STOVES! 





BLUE 
FLAME 
aANANnaA 
LYUOHS 





Uses Less Oil and Gives More Heat 


Yesterday is dead! Forget it. 

Tomorrow does not exist! Don’t worry. 

Today is here! Use it by coming to Holcomb’s 
for that oil stove you have wanted so long. 

Why come to Holcomb’s? Because he has the 
best and most satisfactory stove in town. 

What is it’s name? Wedgeway. 

Why is it better? Because of the short burners. 

Are they better? Yes, they give more heat on 
less oil. The blaze comes up directly in contact with 
dish just where you want it. 

Some say they smoke! No they do not. Why 
should they any more than any others. I garantee 
them not to. Ask those using them. I can furnish 
you a list of every one. 


Holcomb’s Goods Are Always Right 


REMEMBER ME FOR 


Screen Doors Wire Fence 
Window Screens Washing Machines 
Wire Cloth Single Harness 
Lawn Mowers Double Harness 
Garden Hose Bicycles and Supplies 
Hammocks Roofing 


In fact every thing you need in my line. 


We aim to please 





Hardware Holcomb 


No. 3—There is not a dull moment while you are read- 
ing the crisp declaratives and terse questions with their 
snappy answers 


stove. The wind-up of the ad is good, too; it doesn’t 
seem to interfere with the oil stove presentation, 
and it gives the ad a much broader scope by listing 
twelve other lines. 


W. J. Henry of the former Henry & Allen hardware 
concern and R. L. Robinson, formerly manager of the 
Henry & Allen company, have bought stock in the 
Omaha Heavy Hardware Company and changed the 
name to the Henry & Allen Heavy Hardware Company, 
increasing the stock from $100,000 to $125,000. Mr. 
Robinson will be sales manager of the new concern and 
W. E. Worley, formerly manager of the Omaha Heavy 
Hardware Company, will be retained as manager. The 
new firm will have temporary quarters at Nineteenth 
and Pierce streets, Omaha, Neb., where the manufac- 
turing department of the plant will be maintained. 
Later the company will establish a store in the retail 
district. 


THE Hero Mrc. COMPANY, KENSINGTON, PA., manu- 
facturer of drawn and stamped metal ware, has estab- 
lished an office in the Harrison Building, Fifteenth and 
Market streets, Philadelphia, which will have sole 
charge of selling the company’s product and handling 
its advertising and kindred business. 

















KDITORIAL COMMENT 


The Sentiment Against Middlemen 
ONE of the obvious tendencies in popular 

thought, which reflects itself sooner or 
later in legislation, is to get rid of the middle- 
man. This comes in largely in connection with 
the problems concerning the high cost of living, 
and the idea that this would be reduced if 
goods, whether manufactured or raised by 
agriculturists, could be obtained by the ulti- 


mate consumers as directly as possible from 
the producers in factory or on the farm. 


The difference between what the householder 
pays for his supplies and what the farmer re- 
ceives for them is supposed to represent what 
has fallen into the lap of the middleman, who 
is held up to execration more or less severe, as 
the cause of the high prices. The disposition is 
to regard him as a parasite on the commercial 
activities of others, and one who adds materi- 
ally to the burdens of those who find them- 
selves confronted with the growing expensive- 
ness of life. Hence there is on many sides the 
effort to get rid of the middleman in expecta- 
tion that when he is eliminated the producer 
will receive much more for his products, and 
the consumer at the same time purchase them 
at much lower prices. 


To what extent the middleman is to be held 
responsible for the unpopularity in which he 
finds himself, and how far the evils of which 
the public complain are the natural fruit of an 
unfortunate system, are questions into which 
we cannot enter now. The subject, however, 
is a good one for careful students of economic 
conditions and tendencies. 


In this connection we regret to have to say 
that distributors of hardware, as well as dis- 
tributors of other lines, are in no uncertain 
peril. It is a fact of vital concern to our read- 
ers that there is a disposition on the part of 
those who are seeking a short cut in the pur- 
chase of merchandise to group all merchants, 
wholesale and retail, under the obnoxious title 
of middlemen. Efforts are made on every hand 
to buy goods direct. The farmers are planning 
for the purchase of a large variety of articles 
and commodities through their associations in- 
stead of through the regular trade. The en- 
deavor is to get around the regular source of 
supply, and obtain goods at lower figures by 
avoiding the merchant’s profit, even though in 
many cases it be little more than the expense of 
the intermediate handling. 


In much of this thinking there is a large 
-intermixture of error. The retail merchant is 
justified by the fact that his work in supplying 
goods is, all things considered, advantageous to 
the general welfare, and in the last analysis is 
a cheap and efficient way of distributing goods 
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and bringing them within the reach of the 
public. 


In a similar way the jobber is justified by 
the substantial service he renders, and the fact 
that he is in a position to aid retail merchants 
in keeping up their stocks most conveniently, 
and at the least expense. It would be another 
matter if it were found that the jobber is an 
expensive rather than an economical source of 


supply. 


But without going into the question as to 
the usefulness of the middleman, the evils which 
have developed under the prevailing system, 
and the changes which may be anticipated, and 
for which both merchants and the public should 
work, we now simply call the attention of the 
retail merchants of the country to the fact 
that there is in the loose popular thought on 
the subject, and in the almost equally loose and 
haphazard legislation, a disposition to treat 
merchants as middlemen, whose business is to 
be looked on with suspicion and whose activities 
are to be curtailed rather than extended. We 
regret the tendency, and consider it un- 
fortunate. It is, we believe, founded on error 
and misapprehension on the part of the public, 
who regard the subject very superficially, and 
often under the lead of politicians or others 
who have an interest in furthering a new order 
of things. 


But it is important for the retail merchant 
to recognize the fact that he is so generally re- 
garded as a middleman, and to learn to take 
care of himself in the presence of this attack 
which threatens to add to the difficulties by 
which hs is surrounded. But we must leave 
to another issue the discussion of this subject 
in some of its important practical bearings on 
the position and policy of merchants, whole- 
sale and retail. 


The income tax brings in fifty millions short 
of expectations. Too many of the income boys 
prefer to put it into gasoline. 


What Are Business Prospects? 


ONSTANTLY since January 1 HARDWARE 

AGE has kept members of its editorial staff 

in the field traveling from state to state, from 

city to city, and from town to village interview- 

ing hardware dealers and collecting valuable 
editorial material for its reading pages. 


In addition to this important work these 
practical hardware editors have been keeping a 
careful record of crop conditions, and of the 
outlook for hardware business in the months to 
come. During the past 60 days we have visited 
great numbers of hardware dealers in most of 
the agricultural states, and have kept in close 
touch through the mails with hundreds of other 
merchants who are admirably equipped to give 
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reliable information regarding present business 
conditions. It may prove something of a sur- 
prise to many to know that in the face of the 
general “Depression-in-Business” talk that the 
real hardware merchants of this country are as 
a whole doing nearly a normal business, and 
that prospects for exceptional fall business are 
bright. 


There are no wiser or more careful buyers in 
America than the hardware jobbers. These 
large concerns of necessity buy earlier than the 
retailers of hardware, and their purchases are 
made only after most careful investigations. 
The traveling salesmen of these jobbing houses 
cover the United States thoroughly, going to 
the most remote settlements, as well as the 
more thickly populated centers. These men 
have been making their reports to their respec- 
tive houses on the outlook for fall business, and 
these reports coupled with the exceptionally 
low prices which now prevail in hardware mar- 
kets, have started a buying movement that has 
indications of assuming large proportions. 


Oliver Bros.’ market condition letters are ac- 
cepted by American hardware jobbers as sane 
and sound to a marked degree. The opinions 
expressed in such a letter mailed to the clients 
of Oliver Bros., this week are so logically pre- 
sented and coincide so thoroughly with HARD- 
WARE AGE investigations, that special attention 
is called to this letter, which is reproduced in 
this issue of HARDWARE AGE. Of course every 
dealer must decide for himself what is best for 
his particular business, especially in regard to 
the purchase of goods. 


A Suggestion for Law Makers 


GAFFE and Sane Fourth of July celebrations 
have done much to decrease the horrible 
death harvest of boys and girls who welcome 
the noisy, dangerous cannon cracker method of 
expressing their patriotism on the Nation’s 
birthday. For several years the idea of “safety 
first’”’ has been most practically applied in vast 
numbers of American cities and towns, and the 
needless toll of little lives has been very mate- 
rially decreased. 


There is, however, a comparatively new 
menace to child life that has grown to alarming 
proportions during the past ten years, and that 
is the automobile driven by the speed maniac. 
As the death rate from fireworks has decreased, 
the number of lives crunched out by heavy rub- 
ber tires has increased, and to such an extent 
that every state in the Union should enact dras- 
tic laws to check this frightful harvest. Laws 
should be enacted and vigorously enforced to 
curb the automobile driver whose desire to 
speed too often takes absolute control. 


On holidays such as the Fourth of July, great 
mumbers of children are bound to be on our 
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streets and highways. It is as natural that the 
children of people who do not own cars should 
be there as it is that car owners should take 
their little ones out for a holiday spin. Any 
man who drives an automobile knows this, yet 
it is a criminal fact that child pedestrians have 
learned to be more careful than mature automo- 
bile drivers. The gruesome death harvest of 
this month supplemented by the longer list of 
those injured by the reckless drivers amply 
demonstrates that the Grim Rubber Tired 
Reaper should be given most serious considera- 
tion by those good citizens who would extend 
safety and sanity to the Nation’s highways. 


A certain chauffeur in New York has been 
arrested four times for speeding during the 
past thirty days. He has been fined twice, and 
on the other occasions escaped with a repri- 
mand. A New Jersey driver has been arrested 
for speeding three times this year, and has 
escaped fines every time. In a garage in Ohio 
recently a chauffeur congratulated himself be- 
cause he had been arrested for speeding, but 
was let off because it was his first offense in 
that particular village. He concluded by saying 
“it’s mighty lucky for me that the old Judge 
didn’t know I’ve been pinched in two other rube 
towns this month for hitting her up.” “Yes, 
and it’s might lucky he didn’t know about your 
running over that peddler last fall,’ remarked 
one of his cronies, “‘nor about your spill on that 
joy ride New Year’s night,” said another. 


This conversation demonstrates clearly why 
speeding is unchecked, and why death rate from 
this cause increases. Our lawmakers and our 
law enforcers in the various states need closer 
co-operation. Here is the remedy that can be 
made to make our streets and country roads 
safe. It is a simple remedy to cut down the 
death toll, as it cuts down the number of speed 
crazed citizens at the steering wheel. 


Every automobile driver is forced by law to 
secure a driver’s license. When a driver is 
arrested the first thing an officer or a judge 
asks for is that driver’s license. It is always 
with the car. These licenses should be stamped 
with the date, place and time of every arrest for 
speeding. The license card should tell the story. 
Perpetual offenders would then find it more dif- 
ficult to get away on a good story and “first 
offenders” in one town would be plainly branded 
as “old offenders” in other places and could 
be given just punishment. By this same system 
of checking infractions. of the law, licenses 
could be revoked for a certain number of of- 
fenses. This would be justice. It would put 
the strong arm of law and order on the shoul- 
ders of thousands of care-free devils who think 
more of an open throttle than of the lives of 
the children who dot our roadways every holi- 
day. Stamp the licenses, and you will stamp 
out the speed maniac. Suggest this thought to 
your lawmakers and you will perform a serv- 
ice to your commonwealth. 

















Trade Conditions and Iron, Steel and Hardware Prices 





It is firmly believed that in the second 
half of the year the volume of business will 
be materially larger than the first half on 
iron and steel products. 

Good sized orders for steel cars have been 
placed lately. 

Pennsylvania Railroad has ordered the 
building of 84 locomotives. 


MARKET SUMMARY FOR THE BUSY READER 


Illinois Central has ordered 5000 kegs of 
railroad spikes. 

Seasonable hardware goods are moving 
out in fairly large quantities. July and 
August are expected to be quiet. The last 
four months of the year promise to be more 
active. 

Collections better than they have been. 

Money very plentiful in the banks. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., July 6, 1914. 


HE first half of 1914 is now history, and it is not 
very pleasant reading for those connected with the 
iron and steel and hardware trades. During the first 
six months prices on all lines of iron and steel products 
ruled low, and the volume of business was light. It is 
firmly believed that in the second half of the year the 
volume of business will be materially larger than in the 
first half, and the feeling is more hopeful for future 
business than for some time. The one great draw- 
back in the steel business for a year or more has been 
the fact that the railroads have been buying very few 
materials, such as cars, rails, engines and track equip- 
ment in general. Lately some good sized orders for 
steel cars have been placed and it is almost certain 
that the railroads are going to buy a larger amount of 
iron and steel products in the second half of 1914 than 
in the first half. The Pennsylvania Railroad has just 
placed an order for the building of 84 locomotives at its 
Juniata shops at Altoona, Pa., these to be built at the 
rate of 15 per month from July to November, and nine 
in December. The Illinois Central Railroad has just 
placed an order with a local maker for 5000 kegs of 
railroad spikes for prompt delivery, and it is under- 
stood that other good sized orders for steel cars and 
track equipment may be placed in a short time. 

The Pennsylvania Railroad has just announced that 
its rail requirements this year will be 153,042 tons, a 
much larger tonnage than this road bought last year. 
On some lines of finished products, notably sheets, new 
demand and specifications are much better and opera- 
tions of the mills and shipments are heavier. Some 
large orders for pig iron have been placed, including 
one for 35,000 tons, bought by the Wheeling Mold & 
Foundry Company to be used in making the segments 
for the East River Tunnel, and this purchase has had 
a good effect on the local pig iron market. 

Jobbing and retail hardware houses all report the 
usual mid-summer dullness in the trade, and while 
July and August are expected to be quiet, the feeling 
for the last four months of the year is that business 
will be more active. There is a good demand for sea- 
sonable lines of hardware and goods are moving out in 
fairly large quantities. Traveling men are sending 
in a good many orders, but as a rule they run small 
and keep the volume of business down. It is a notice- 
able fact that the hardware trade in this city is paying 
more and more attention to window displays, some of 
which are very creditable. One local hardware house 
that makes a specialty of handling washing machines, 
has an elaborate display in its show windows, show- 
ing the machine in operation and the ease and com- 
fort with which it is operated. The president of this 
concern stated the other day that this display was re- 
sponsible for some splendid sales of washing machines, 
and the exhibit is very attractive to passers-by. As 
soon as the rate decision is out of the way, and this is 


looked for on Friday, July 3, or Saturday, July 4, it is 
believed it will be a great impetus to business. 

Collections are reported fairly satisfactory, and in 
fact are better than for some time. Money is very 
plentiful in the banks, and customers are securing ac- 
commodations with less trouble than usual. 

WrirRE NAILS.—This is the hight of the dull season in 
the wire nail trade, and as a result the new demand 
is light and only for small lots. Mills report that con- 
tracts taken some time ago have been pretty well 
cleaned up. The American Steel & Wire Company has 
just completed the building of a large wire and wire 
nail factory in the Birmingham, Ala., district, and an- 
nounces that a differential of 15c. per keg in prices of 
wire nails at Birmingham above Pittsburgh will be 
maintained. In other words, when wire nails are $1.50 
per keg in Pittsburgh, which is the price at present, the 
quotation will be $1.65, Birmingham. 

We quote wire nails as follows: in carload lots, $1.50 to 
$1.55, f.0.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. 4 

CuT NaiLts.—New demand is confined mostly to small 
lots to cover current needs, but the demand from the 
South is fairly active. Specifications are fair, but 
shipments of cut nails by the mills are not very heavy. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.o.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 

BARB WIRE.—There is practically nothing doing in 
barb wire, this being the dull season, as the farmers are 
now in their fields harvesting their crops, and this trade 
will be dull over the next several months. A good fall 
trade is expected, as this promises to be a very pros- 
perous year for the farmers. 

We quote painted barb wire to jobbers, $1.50 to $1.55; 
galvanized, $1.90 to $1.95 in carloads to jobbers, usual terms, 
freight added to points of delivery. Jobbers charge the usual 
advances for small lots from stock. 

FENCE WIRE.—Makers of fences are now beginning 
to make plans for the fall trade and some contracts 
are being made for fence wire with the mills for fall 
delivery. The outlook is that a very large amount of 
new fences will be erected in the fall after the farmers 
are through harvesting crops. 

Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.30 to $1.35 base; galvanized, $1.70 to 
$1.75, with the usual advances charged to jobbers for small 
lots from store. 

TIN PLATE.—Specifications from packers have fallen 
off lately, and as a result some of the tin plate mills 
are running at a lighter rate of operations than for 
some time. However, most of the tin plate mills now 
have enough orders and specifications on their books to 
take their output over the next several months. Only 
small lots for prompt shipment are being placed. 

We quote 100 lb. cokes at $3.30 to $3.40 and 100 Ib. ternes 


at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 
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IRON AND STEEL BARS.—Reports are that the Inter- 
national Harvester Company, probably the largest in- 
dividual consumer of bars in this country, has placed 
some contracts for steel bars for delivery over this year 
and running into next year on a sliding scale basis, but 
several of the leading Pittsburgh makers of steel bars 
disclaim having taken this contract. Some heavy sales 
of steel bars were made recently for delivery in the 
third quarter and over last half of this year. The ab- 
solute minimum in the market in steel bars in large lots 
and for prompt shipment is 1.10c., but 1.15c. is asked 
for third quarter and 1.20c. for second half of the year 
by several mills. 

We quote steel bars at 1.12%c. to 1.15c. and common iron 
bars at 1.25c. to 1.30c., f.0.b. makers’ mills, Pittsburgh. Regu- 
lar extras for twisting reinforcing steel bars over the base 
price are as follows: ™% in. and over, $1; % to 11/16 in., 
$1.50; under % in., $2.50 per net ton. These extras are not 


always observed and mills that roll steel bars from old rails 
sometimes entirely omit them. 


NuTs, BOLTS AND RIVETS.—Several makers report a 
better demand for nuts and bolts, and as this is the 
season when contracts are made for the last half of the 
year, a large amount of business has been placed and 
makers of nuts and bolts have more orders on their 
books than for some time. It is said that discounts are 
being very well maintained. 

We quote button-head structural rivets at 1.60c. to 1.65c. 
and cone-head boiler rivets at 1.70c. to 1.75c., in carload lots, 
an advance of about $2 a ton over these prices being charged 
for small lots. Terms, 30 days net, less 2 per cent. for cash 


in 10 days. Discounts on nuts and bolts are as follows in 
lots of 300 Ib. or over, delivered within a 20c. freight radius 


of makers’ works: 
Coe. aa Bie BORGO. oss occice os Gee wes 80 and 5° Je off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads. ...80 and 5% off 
Large carriage bolts iin veuaewedvet@ues 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
eT el rere er ee 75 and 10% off 


& ¢ Butts, GBs 2s erews 80% off 
75 and 5% off 
+ + $6. 30 off list 


Machine bolts, c.p.c. 
Machine bolts, c.p.c. & t nuts, large.. 
Square h.p. nuts, blanked and tapped. 


pe ee ee ee se er 7.20 off list 

C. and r. sq. nuts, blanked and tapped. $6.00 off list 
Hexagon nuts, % and RE aa $7.20 off list 
Hexagon nuts, smaller than % in....... $7.80 off list 
Coat es Ce: SEDs oo wa cece ct Sewees $5.50 off list 
C.P. plain hexagon nuts A pbs, RT em een $5.90 off list 


Semi-fin. hex. nuts, ™% in. and wea 


Semi-fin. hex. nuts, 58 in. and AK, 


80, "10 & 5° f, off 


Rivets, 7/16 x 6%, smaller & shorter. 
Rivets, metallic tinned, bulk...... 80, 10 and 10% off 
Rivets, tin plated, bulk vida thee s 80,10 and 10% off 


Rivets, metallic tinned, packages.. 
Standard cap screws 
Standard set-screws 


: 80,10 and 5% off 
70, 0? and 10% off 
75, 10 and 10% off 


ee'n- oe 008668686 89 6 @ 


STANDARD PipeE.—There has been a very material in- 
crease in the demand for merchant pipe and also for 
line pipe used in large gas and oil lines. The National 
Tube Company has taken some large contracts, among 
these being one order for 30 miles of 12-in., 25 miles of 
15-in., five miles of 20-in., 30 miles of 6-in all to be used 
in large gas lines, and also 170 miles of 10-in. for an 
oil line, and reports are that this pipe is to be shipped 
to a foreign field. Discounts on iron and steel pipe are 
being firmly held. 

The following are the jobbers’ carload discounts on the 


P ittsburgh basing card on steel pipe in effect from April 20, 
1914, and iron pipe from June 2, 1913, all full weight: 


Butt Weld 
el 


Inches  -ilecti one. Inches a en Guy, 

%, 4 and &... ut 2% i: O6e Sh «6k an 66 
Si Owen a b avons 66 14 Se oe wie & a ore 65 46 
ars vie tean wks 80 71% OR a eine wet ak eee 69 56 
3) to 21% eeeees 72 6 

Lap Weld 
ae rss toe oe 77 681, Oe aD Siew es 56 45 
2% eae 79 10% Bt? one Rane aie me 67 56 
Te: es aes 6 eae 2 76 6514 SO PEN Pen 68 5 
13 OO 28 6 cds ane e 53 S56 -OO:.@ 2 ctvse 70 61 
4, 2 ee a 70 61 
ee at: Be a 68 55 
Reamed and Drifted 
1 to 3, butt 78 69% | 1 to 1%, butt. 70 59 
ee tebe 75 2 Gea Bae ee 70 59 
21 e to Ge Meee FA 6814 eR rare 54 43 
ee FP re 65 54 
is: WR i tn beatae be 66 56 
2% to 4, lap.. 68 59 
Butt Weld, extra strong, plain ends 

%, % and %&... 68 BUG EO a ee hd de Ck 63 52 
"gg apg wich Me BE dees erie 67 60 
a: i Ba ews «ees 77 70% 2 Bt Ba oeerey 71 62 
BS ceerdnnue 78 71% |. 2 amd 2% . cae 72 63 


or) 
~] 


Lap Weld, extra strong, plain ends 


obs ows Chk kee 74 ek cl BEE hei Ceewawen 65 59 
te Beer ee 16 of es arr 66 58 
ean COE so. cc aes 75 66 aoe GS wade whe 70 61 
ky See et: eo. 0S) 4h we 59 53 
A BD: aero 63 52% | 7 tO 8 ...-cenee 63 53 
BB es BERS 58 47 
Butt Weld, double extra strong, plain ends 
as gtedin wtin'd okie 63 5&4 De is ue Es pa ah e 57 49 
% to 1% ...... 66 5914 . Sk Bete 60 52 
& & 2 tpt eae 68 61% Zand 2% ...... 62 54 
Lap Weld, double extra strong, plain ends 
2 eee e eee eeenes 64 fk Se Beer se er 55 49 
BO BO Oi ser 59%, Bee OO: 4 cu cwwss 60 54 
Cok OOS ack inane 65 58% | 4% to 6 ....... 59 53 
Pe We acu eS oN 58 ti Sa ig OW Saag eoae: 52 42 


To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BOILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 
Lap Welded Steel Standard Charcoal Iron 
| 4 


Be Ge a ns <6 hmwtee - BG NS Ree REE te aes 5 
er ree ate ae 59 te Cf haa re 49 
2% and 2% in.......... 65 | NS SERS Sea eee 45 
Rp I 70 2% to 2% ES i eee 54 
3% and 4% in.......... 72 Oe Weer We a ov ede tei tee 57 
ee ha > aoe oie abs 65 ae OR Oa Bs s odd ck GheS 60 
e &' 42 Years 62 Sf # ° 3 SAS eae 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowered by two points. 


SHEETS.—Mills report that June was the most active 
month in demand for black and galvanized sheets since 
last February. One leading maker states that its or- 
ders and specifications in the last half of June were 
heavier than in the entire month of May. The minimum 
of the market on No. 28 black sheets is 1.80c. and on 
No. 28 galvanized, 2.75c. f.o.b. maker’s mill, Pittsburgh. 
A very active season in the sheet trade is looked for 
after the usual summer dullness has passed. 

Makers’ prices for mill shipment on sheets of U. S. Stan- 
dard gauge, in carload and larger lots, on which jobbers 
charge the usual advance for small lots from store, are as 


follows, f.o.b. Pittsburgh, terms 30 days net or 2 per cent. 
cash discount in 10 days from date of invoice: 


Blue Annealed Sheets 


Ps a OS i bt os clk do eo baie 1.30 to 1.35 
ee, <a a So a Ow a lhe Ovo cc ate AR ear 1.35 to 1.40 
Pe: ee HN Bs so deh Crowe Leb Sade 1.40 to 1.45 
es gS . rs er per eae 1.45 to 1.50 
De Se WN Bs co ale oo hos Wek hae s ke 1.55 to 1.60 
Box Annealed Sheets, Cold Rolled 
| Re OR) eee ere te eee ee ee 1.80 to 1.85 
BO IN ti aia ce on tg. bya be aia we gg Be ee ee a 1.50 to 1.55 
ee Bee ee es a bc 40 wh o cae Pe eee wb ee 1.55 to 1.60 
Pes er Cen) aa 6s BB cdld'n 0.4 Se See omeke 1.60 to 1.65 
ae ER eR ee ee oe 1.65 to 1.70 
DG ; SC as 5 <n oe 0838 Se kekbce Cane 1.70 to 1.75 
es “ee I a nd he os 3 ds enbdicisi we 1.75 to 1.80 
A SES a ahs dnl et 5 Ok 09cm bie ie eke 1.80 to 1.85 
PO Ee Pa cece es a Oh aac wre bh ceteewwent 1.85 to 1.90 
WO 6 cic sch SUK bbws deeReacten 1.90 to 1.95 
1 re a ee a Pe ee oS 2.00 to 2.05 
Galvanized Sheets of Black Sheet Gauge 
Pee "SOG BE vic kk co atens cial ewes 1.80 to 1.85 
RR Re Re ea ire se poner ee ES 1.90 to 1.95 
TO)” a ee ro ee 1.90 to 1.95 
Sees ee Se Bs ho oc beac ba ew eres CO eeN 2.05 to 2.10 
Re oe” ee ee ee ee ae ee 2.20 to 2.25 
Nos NE aS Ber Po 3a 2.35 to 2.40 
Pee: Ee OE DOb cece cue cbc cee cect wm 2.50 to 2.55 
DO. Oe Be med Sd OCC 6 rei see i ewies coke 2.65 to 2.70 
; i Rr ere re a er Oe 0 to 2.85 
Bk cea oe edt obews obs renee bneee eeu 2.95 to 3.00 
DOS Feo oak wbie Wk RS oa ORE Che oh a bees 3.10 to 3.15 


CORRUGATED ROOFING SHEETS BY bepeanny 


Gauges, cents per Ib 
Painting 29 25 Ae 28 ney to 24 = yA 
eames, OF GH. 6 os 60 Fs ed 0.15 0.10 5 
a ee 0.25 0.15 0. 10 
Forming: 
2, 2%, 3 and 5 in. corru- 

BERIINEE < ; om ate aves Oo a ee 0.05 0.05 0.05 0.05 
2, V- crimped without sticks 0.05 0.05 0.05 wos 
52 to 1% in. corrugated. 0.10 . 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

with ‘cleats pih¢ek saad ees 0.15 0.15 
Plain roll roofing, with or 

without cleats ......... 0.15 0.15 0.15 
3/15 in. crimped ......... 0.20 0.20 0.20 
Weatherboard siding ..... .... 0.25 0.25 
OS es 0.25 0.25 
Rock face brick and stone 

SE ae 6 do whoo 0s cared Gs 0.25 0.25 
Roll and cap roofing, with - 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

nS EP REFS ete Peer ey es ane 0.25 0.25 
Ridge roll and flashing 

0.65 0.65 0.65 


(plain or corrugated)... .... 
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Office of HARDWARE AGE, 
Chicago, Ill., July 3, 1914. 


EPORTS from a number of retail hardware dealers 
indicate a steady demand for shelf hardware and 
housefurnishing goods, although in the aggregate sales 
are still below normal. There is no doubt that the aver- 
age householder and artisan upon whom the retail 
dealer depends for the sale of a large portion of his 
stock has been in an economical frame of mind for 
many months. This influence has extended all down the 
line and the retailer’s purchases from jobber and manu- 
facturer have been very conspicuously of the hand to 
mouth variety. Conservative buying has been a pre- 
dominant characteristic of the trade. A foundation has 
been laid as a result, in the very general low level of 
stocks, for a heavy demand upon manufacturers when 
the normal volume of business is resumed. That 
a somewhat better feeling, based on larger sales in 
June prevails, is apparent and many in the trade are 
inclined to predict a rising tide through the third quar- 
ter. The very recent disposition of the President to 
take into his councils prominent men of business who 
have heretofore not been of the same mind as the ad- 
ministration is also creating a good impression and the 
hope that legislation now under consideration will be 
molded into a final form that will meet the practical 
needs of manufacturers and merchants. 
WrirE Naiis.—The trade in wire nails is featureless 
and interest in the situation is confined to the negotia- 


tions between consumers who are more than ready to 
contract at current prices and the mills who desire to 
hold their customers in line yet are hopeful that they 
may delay contracting until future conditions become 
more clearly defined. 


We quote 100 lb. cokes at $3.30 to $3.40 and 100 lb. ternes 
at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 


BARB AND FENCE WIRE.—The active movement of 
barb wire and woven wire fence which has character- 
ized the exceptional business of the past year has, of 
course, abated very markedly with the advent of the 
midsummer season, but orders for barb wire are still 
relatively the most important among all the wire 
products. 


Carloads to jobbers, painted, $1.68 base; galvanized, car- 
loads to jobbers, $2.08, f.0.b. Chicago. The regular advance 
to retailers and for small lots. 

For fence wire, f.o.b. Chicago, jobbers, in carloads, an- 
nealed, $1.58; galvanized, $1.98; retailers, carloads, annealed, 
$1.63; galvanized, $2.03. Retailers, less than carloads, an- 
nealed, $1.73; galvanized, $2.18; staples, bright, in carloads 
to jobbers, $1.78; galvanized, $2.18. Carloads to retailers, 
5c. a with an additional advance of 10c. for less than 
carloads. 


LINSEED O1L.—The schedule in effect to-day, f.o.b. 
cars, Chicago, and subject to change without notice, for 
strictly pure old process linseed oil, is as follows: 


5 or more barrels, 


Carload lots, raw, 5lc.; boiled, 52c.; oe 
c., 


raw, 53c.; boiled, 54c.; less than 5 barrels, raw, 
boiled, 57c. 
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Office of HARDWARE AGE, 
New York, July 6, 1914. 


USINESS is now undergoing the usual mid-summer . 


dullness, retarded also by general inventorying 
and frequently a lengthening of the period taken for 
customary annual repairs in factories. 

There is also moderation among buyers, owing to the 
absence of heads of departments on vacation, which 
always checks orders given by assistant buyers whose 
policy naturally is to order in minimum quantities. 

There are signs of a little stronger buying by rail- 
roads; not heavy, but significant, as revealed by current 
contracts. The excellent crop movement from now on 
wil! be still better in the fall unless all signs fail, which 
will necessitate the accumulation of supplies in railway 
storehouses which have long been operated on a low 
basis. 

There are occasionally farsighted manufacturers hav- 
ing excellent sources of information as to actual condi- 
tions, who are exerting themselves to have in hand big 
stocks from which to reap expected benefits when the 
tide turns, principally because of bountiful crop yields. 

This policy may not be general, but it is neither new 
or novel. It requires judgment and resources to suc- 
cessfully forecast and meet conditions for the coming 
months, but there have been similar cases without going 
far backwards. About six years ago (in a line of largely 
used sporting goods, made by the leading interest in 
this or any other country) a sales manager urged the 
manufacture of a large stock for fall delivery which 
the highest officials turned down several times, but 
eventually yielded and reversed themselves because of 
the persistency with which the request was made. As 
it proved in the autumn this company was getting or- 
ders reaching into carloads because of a big stock ready 
for delivery which competitors who had acted with more 
caution were unable to satisfy. 

These are questions which individuals must deter- 
mine for themselves and succeed or fail on the accuracy 
of their own judgment. It is patent to competent busi- 
ness men that stocks are subnormal, and long have 


been; that harvests so far are remarkably good, and the 
outlook is for even better returns as the season length- 
ens. 

Financial conditions are undoubtedly sound, or the 
recent receivership of a great dry goods house, having 
over $30,000,000 in outstanding commercial paper, and 
the receivership of an important railroad would not 
have been practically ignored, hardly causing a ripple 
in financial circles. This shows that securities are in 
strong hands. 

Reckless speculation is foolish, and booms are not de- 
sirable in the long run, but with the enactment of pro- 
posed national legislation, if sensibly accomplished, and 
the allowance of a fair advance in freight rates with 
the railroads, the impetus to business after seven years 
of close buying, should be considerable. 

While the producing capacity of the country is enor- 
mous, and despite much lower tariff rates that will per- 
mit the importation of more foreign products when 
trade revives, it is also true that time is required to 
accumulate material and manufacture goods. Also that 
on the basis of present low prices it is reasonable to ex- 
pect that merchandise will be higher. 

Bank clearings last week in the United States totalled 
$3,343,983,909, compared with $3,265,983,641 for the 
corresponding time last year, the increase being largely 
in New York, where the gain was 4.5 per cent. Com- 
pared with 1912 there is an advance at New York of 
16.5 per cent., and in the aggregate of the outside cities 
of 15.2 per cent., averaging a gain for all centres of 
16.0 per cent. Against this is the fact that the figures 
for the particular days referred to this year and last 
year are for a full business week, while for 1912 there 
were five instead of six days in the period covered by 
the figures. 


WIRE NAILS.—Conditions are unchanged locally for 
wire nails, merchants continuing their long tried policy 
of waiting for something to happen. 

A large use of nails is contingent on a good building 
programme; residences and smaller structures rather 
than skyscrapers, public and other more nearly fire- 
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proof edifices. Just now the building campaign is at a 
low ebb. 


Wire nails, out of store, are based on $1.85 to $1.90 per 
g. 


CuT NAILS.—Business in cut nails is very quiet. Be- 
cause of the annual closing down for inventory and 
repairs, there has not been a very active canvas for 
business, as until production begins again, there might 
be some difficulty in making deliveries. Exports of cut 
nails have been quite fair. 

Cut nails, out of store, are held at $1.85 to $1.90 base. 


LINSEED OIL.—Prices are pretty well maintained, but 
new business is scarce and there is but little doing. 
The linseed oil business has been a disappointment to 
crushers and distributors for several weeks, the spurt 
and encouragement because of it early in June having 
petered out. New crop conditions for flaxseed are at 
present very favorable on a reduced acreage estimated 
at about 20 per cent. less, compared with last year. 
Nevertheless, it is predicted that if the present outlook 
is maintained through the harvest the reduction in 
acreage can be overcome by the expected increase in 
yield. 

Linseed oil, raw, card prices, New York, are unchanged at 
54c. for 5 or more bbls. and 55c. per gal. for less than 5 bbls. 

State and Western oil, raw, is held at 52c. in quantity lots, 
with one exception, which for July is being quoted at 51%c. 
in carloads. 

WINDOW GLASS.—The volume of orders for window 
glass has ranged at about the same level as last week, 
and the prospects are apparently good for marketing 
the stock in manufacturers’ hands before the next fire. 
The shortening of production has kept stocks well in 
hand and prevented the accumulation of any undue 
surplus that might have to be sacrificed to dispose of. 
The policy of window glass manufacturers has been for 
some time to make no more glass than there was reason 
to suppose the trade would take without materially 
cutting prices. 


Window glass, in Eastern territory, is unchanged at 90-20 
per cent. discount on single thick and 90-25 per cent. dis- 
count on double thick from jobbers’ list. 


Rope.—Manufacturers of rope and cordage, in com- 
mon with makers of other commodities, are more occu- 
pied with inventories and customary repairs just now 
than with prices for rope or raw material. The Manila 
market is steady and quiet, and cable advices are both 
few and unimportant. There is indifference all around, 
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both among producers and distributors, with prices 
on the same level as has prevailed for some time. The 
receipts of Manila hemp at Manila, since the beginning 
of 1914, are given as 529,000 bales, compared with 
484,000 bales for the corresponding period in 1913. 
Shipments to the United States for the same interval 
have totaled 227,000 bales, against 187,000 bales for 
the same months last year. The present net stock of 
Manila hemp fibér in Manila is reported to be 168,000 
bales, as against 247,000 bales in 1913 at the corre- 
sponding time. 


NAVAL STORES.—Manufacturers using naval stores 
are showing no inclination to take hold of the market 
at present, with the result that prices are heavy in 
tone. The demand is principally just now of jobbing 
character. The price for turpentine in Savannah is 
lower, and spot turpentine in the New York market, 
in yard, ranges at from 49 to 49%c. per gal. Rosins 
have been steady for most part, with a tendency ob- 
servable to shade prices. 


Common to good strained, in yard, on the basis of 280 
yo per bbl., is quoted at $4.20, and D grade at $4.42% per 


MINNEAPOLIS.—Speculators as customary want 
higher prices. Some of them say it is too wet in places 
for good crop prospects; others that it is too hot. 
Well-informed observers express the opinion that the 
flax plant is going into July in as good condition as it 
ever did Also that because of reduced acreage it is 
unlikely that there will be as much product from this 
crop as last year. There are others who believe the in- 
creased yield will overcome reduced acreage, because 
of good condition. 

Holders of flax at the head of the lakes were encour- 
aged by the prospect of prompt shipments East of from 
1,000,000 to 1,500,000 bushels of flaxseed. 

Linseed oil continues to be shipped freely from Min- 
neapolis, largely on old contracts. What new demand 
there is indicates that consumers’ and distributors’ 
stocks are low and the tanks of Minneapolis crushers, 
it is believed, will not hold nearly as much oil in Sep- 
tember 1 as they did a year ago. 

The receipts of the last crop at Minneapolis and 
Duluth to July 3 were 14,222 cars; to the same time 
in 1913, 24,527 cars, and at Winnipeg, this year to date, 
11,977 cars. ° 
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Office of HARDWARE AGE, 
San Francisco, June 29, 1914: 


§ lowe month just closing has in many ways been the 
most satisfactory so far this year. The stimu- 
lating effect of the harvest season has been felt to some 
extent, general construction work has been accelerated, 
and several important industries have shown signs of 
revival, the effects of which are gradually spreading to 
the minor manufacturing and commercial lines. In- 
vestments of a conservative nature are receiving more 
attention, and development projects are progressing 
more rapidly than for many months, offering some en- 
couragement for the near future. Improvement in the 
hardware trade, though slight, is perceptible, and from 
many accounts the volume is better than at the same 
period last year, though still nothing to boast of. 

The local “prosperity campaign,” to which much at- 
tention is given by the press and commercial organiza- 
tions, has at least brought a more cheerful feeling 
among retail merchants, and is expected to divert to 
normal purchases a large amount of money that has for 


many months been going into savings banks. At the 
same time, some work is being done toward brightening 
store premises, etc., though expensive improvements are 
the exception. The movement has failed to bring out 
any large buying on the part of retailers, though a good 
many small orders are being placed with a view to 
freshening up the stock. The trade generally through- 
out the state has acquired the habit of carrying com- 
paratively little stock in reserve, and with no imme- 
diate expectation of higher prices this habit is not 
easily overcome. 

Jobbers are of necessity providing for requirements 
some time in advance, but are accumulating no large 
surplus, feeling that there is little danger of delayed 
deliveries. The steel trade in most departments is sea- 
sonably quiet. 

It is expected that the uncertainty due to the Panama 
Canal will continue for some time, as late reports indi- 
cate that the opening will be delayed, and considerable 
doubt is expressed here whether direct steamer traffic 
can be accommodated this summer. 





He Might Know 


é¢éTINHE train struck the man, did it not?” asked the 
lawyer of the engineer at the trial. 


“It did, sir,” said the engineer. 


“Was the man on the track?” thundered the lawyer. 

“On the track?” asked the engineer. “Of course he 
was. No engineer worthy of his job would run his 
train into the woods after a man, sir.”—Ladies’ Home 
Journal. 
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Ferdinand F. Verges Dead 


Ferdinand F. Verges, a prominent sheet metal 
contractor and hardware merchant, died after a 
lingering illness at his home in Cincinnati, Ohio, 
June 30, aged 58 years. 

Mr. Verges was born in Germany, and was 
brought to America by his parents°when 12 years 
old. They located in Cincinnati, and he was a resi- 
dent of that city up to the time of his death. 

Mr. Verges learned the tinner’s trade, and worked 
at this vocation for several years. His finishing 
course was. as an employee of the John Van Range 

















Ferdinand F. Verges who died June 30 


Company of Cincinnati. Later, he decided to oper- 
ate a shop of his own and gradually built up a pat- 
ronage that enabled him to open a shop and store 
at 2543 Vine street, which establishment he had in 
operation for a number of years. The opening of 
this new store, was the beginning of his connection 
with the hardware trade. Being located in a resi- 
dential section of the city, he was quick to realize 
the necessity and advantage of carrying a stock of 
goods that were in demand by the housekeeper. 

In a quiet and unobstrusive way Mr. Verges 
gained the confidence of every one with whom he 
came in contact, and it is a matter of extreme re- 
gret, on the part of his friends, that he was unable 
to attend the meetings of the National Association 
of Sheet Metal Contractors, whose convention was 
held in Cincinnati during the month of June. This 
convention was brought to Cincinnati entirely 
through his efforts, and while prohibited to visit 
him during his illness, each day a floral tribute was 
sent to his home, a tangible evidence of the esteem 
in which he was held by his fellow members. 

In addition to being a prominent member of the 
National Association of Sheet Metal Contractors, he 
was a member and past president of the North Cin- 
cinnati Business Men’s Club; secretary of the Cin- 
cinnati Sheet Metal Club and affiliated in an active 
capacity with the Cincinnati Hardware Guild; the 
Cincinnati Hardware Club and the North Cincinnati 
Turner Society. He was also a prominent Mason. 
He is survived by a widow. 


THE Paciric HARDWARE AND STEEL COMPANY of San 
Francisco, Cal., will open a large retail hardware and 
sporting goods store in Oakland. 


Hardware Age 


Obituary 


WILLIAM CURRY PAGE, president of the Howe Scale 
Company of New York City and Boston, died suddenly 
at his home in New York. Mr. Page’s death was due 
to heart disease. Born in Boston in 1841 of an old 
Colonial family, he was educated in the public schools 
there. When the civil war began Mr. Page, who then 
was only nineteen years old, left his employment and 
enlisted as a private in the Forty-fourth Massachusetts 
Volunteers. A short time later he was promoted to the 
rank of color bearer for his regiment because of his 
valor on the field. He carried the colors throughout the 
war. Mr. Page, after the war, entered the dry goods 
business and became one of the leading merchants in 
Boston. He remained there three years after the fire 
of 1873, which destroyed a large part of the city of 
Boston. In 1876 Mr. Page came to New York and 
founded Page, Dennis & Co., scale manufacturers, which 
was later merged into the Howe Scale Company, of 
which he was president when he died. 


EDWARD BURNETT, formerly of the hardware firm of 
T. W. Kiley & Co., of 57 Grand street, Eastern District, 
Brooklyn, N. Y., died after a brief illness from heart 
failure, at his home, Forest Parkway, Woodhaven. 
Mr. Burnett retired from business about five years 
ago after having been associated with the late Thomas 
W. Kiley for thirty-five years. He was a master 
mechanic and besides being a member of the firm was 
the superintendent of its machine shop. Mr. Burnett 
was born in Dutchess County, New York, sixty-eight 
years ago. 


JOHN A. BURBANK, president and treasurer of the 
Samuel Mintz Hardware Company, Detroit, Mich., was 
shot recently. Less than a block away the body of an 
unidentified man, also shot was found. In Mr. Bur- 
bank’s right hand a revolver with three empty cham- 
bers was grasped. A pistol with five empty cartridges 
was found near the unknown man’s body. The police 
theory is that an attempt was made to hold up Mr. 
Burbank as he was returning home, that he refused to 
surrender the money in his possession and the duel to 
death followed. 


WILLIAM H. FENNER, a former well-known resident 
of Nazareth, aged 87, died of general debility at the 
residence of his daughter, Reading, Pa. He was born 
at Nazareth and conducted a hardware store in that 
vicinity for five years. Shortly after Mr. Fenner’s 
arrival in Reading 46 years ago he secured employment 
at the Reading Hardware Works, where he was en- 
gaged until six years ago, when he retired. 


WILLIAM MorRIS CHASE, head of the firm of Straw- 
bridge & Chase, manufacturers of wire goods, at 228 
Arch street, Philadelphia, Pa., died at his home re- 
cently after an illness of six months. Mr. Chase, who 
was a member of the Masonic order, is survived by his 
widow and an adopted daughter. 


RicHarpD E. Harpisty, formerly of Montreal, died 
at his home in Cincinnati aged 75. Mr. Hardisty was 
head of the firm of Hardisty & Co., manufacturers of 
knives and augers. He is survived by a widow and five 
children. 


CHARLES FosTER KRAMLICH, a member of the hard- 
ware firm of the M. C. Ebbecke Hardware Company, 
Allentown, Pa., died at his home aged 54. 


L. C. STEPHENS, a retired hardware merchant, died 
yesterday in a hospital in Lexington, Ky., after a linger- 
ing illness. 


SILAS JOHNSON, a member of a hardware firm at 
Willows, Cal., was killed accidently by the discharge of 


a rifle. 


THE Pettit Bros. HARDWARE CoMPANY, Akron, Ohio, 
has suffered a fire loss estimated at between $5,000 and 
$10,000. The damage to the building was slight. The 
damage to the stock was caused principally by water. 
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PATTERN FOR “A” CHIMNEY TOPS 


Hardware Age Sheet Metal Expert Gives Instructions 
By A. F. MUELLER 
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Pattern for making “A” chimney tops 


HILE this style of a top is usually used on is another style, but it is not used a great deal, as 

V \ _ chimney stacks in the larger sizes, it is fre- it does not present the appearance of the others. 
quently used in the small sizes, from 1'% Draw a center line as 4-k-1’-1 in Figs. 1 and 2 
inch diameter and up, on vent pipes. Each shop and from some point on this line as X draw lines 
has its own idea as to what they regard as being at the desired inclination of the arms as X-r and 
the correct proportions of an “A” or “Barker” X-s to represent the inside of the arms. Draw the 
Chimney Top. This is not a very material point, line g-g’ as required to represent the top of the 
as the various proportions all produce good results middle piece. Proceed and finish the outline of 
and give satisfaction and the length of time that the top from the given lines and measurements as 

these tops have been on the market prove their shown in Fig. 1. 

merit. As has been frequently demonstrated, the miter 
The top in Fig. 1 is the one that is generally lines will show as straight lines in the side eleva- 
used, but it requires more work to make than the tion of Fig. 1, when the sizes of the pipes or 
one in Fig. 5, which may have the top ends cut cylinders are the same. Therefore from the inter- 
level or be as shown by the dotted lines. Fig. 6 sections of the outlines draw lines to intersect the 


71 




















72 


intersections of the center lines. As for example, 
from the intersection of the outlines at a and g 
draw lines to the intersection of the center lines at 
d, etc. 

On the extended center lines of I. and IV. de- 
scribe the profiles of these pieces as at A and B 
and space each one into the same number of equal 
spaces, and from the points draw lines that are 
parallel with their respective center lines through 
each piece. From the miter points on a-d-g draw 
lines parallel with the centre line of II. to the 
miter line between II. and III. and all of these lines 
show in their true lengths. 

On the extended center line 4-k-1’-1 set off the 
lengths of the spaces in either profile and num- 
bered in such order that the seam will be on top of 
the piece II. Through the points draw indefinite 
perpendiculars and at right angles to _ these 
perpendiculars, project the miter line points in the 
piece II. to perpendiculars of the same numbers. 
This will include the points on the miter between 
II. and IV., as well as the miter points on each end 
of piece II, Connecting the intersections will 
result in the net pattern for II. On the sides add 
material for a grooved seam and on the ends ma- 
terial for the joints between II. and the three 
other pieces. At d, k, d”, d°, d’ holes are punched 
that will match holes at these points in the rest of 
the pieces and assist in assembling the parts of the 
top. Then will Fig. 3 be the complete pattern 
for II. 

At right angles to I. draw a line and place thereon 
the length of the spaces in the profile, as line 1-1’, 
and through the points draw perpendiculars. Pro- 
ject to these perpendiculars, at right angles to L., 
the miter points and the points on the end of the 
piece. Connecting the intersections and punching 
a riveting hole at d’ after allowing seaming and 
joint material will complete the full pattern for the 
pieces I. and III. In punching the holes, one-half 
of these pieces are punched at d’ and the other 
half at d?. 

To develop the pattern for IV. will interfere with 
some of the lines on the drawing and require much 
space. So a separate piece of paper is tacked over 
part of the drawing, as shown in Fig. 4, and on 
this paper is developed the pattern for IV. in the 
same way as were developed the patterns for I. and 
II., excepting that the paper is usually tacked over 
the arm from which its pattern is developed to 
save additional space. It would then be tacked over 
the arm I. when the left side was used, and over 
III. if the right side was used. The height of this 
pattern or the length of the piece is governed by 
the sizes of iron that are used, as its length is not 
particular. 

In the better class of work the joints are soldered 
and neatly fitted. In cheap work it often happens 
that the ends of Fig. 3 are cut on the net lines, 
leaving only a small lug for riveting and the piece 
is simply butted against the inclined arms. 

The patterns as developed will have the lines on 
the inside and then the burrs of the rivet holes will 
be on the outside. 


THE OHIO HARDWARE ASSOCIATION has decided upon 
February 16, 17, 18 and 19 as the dates for its 1915 
convention, which will be held in Cincinnati. The 
headquarters will be at the new Gibson Hotel and .the 
exhibit will be held in Music Hall. 


DUDLEY A. JOHNSON succeeds the late Sam Mayer as 
Chicago branch manager of the Joseph Dixon Crucible 
Company. D. A. Johnson has for a number of years 
been an assistant to Mr. Mayer at Chicago. 
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Handy Rack for Paper Bags 


a A. IRELAND, Ionia, Mich., has in 
use in his store a simple method which elim- 
inates the trouble many merchants have in tak- 
ing care of the bags used for wrapping goods. 
A light piece of wood is suspended from the 
ceiling of the store and ordinary cup hooks are 
fastened to the underside at such distances as to 

















Handy method to care for paper bags used in store of 


Chas. A. Ireland, Ionia, Mich. 


allow the large safety pins, which are provided, 
to fasten over them. A small quantity of bags of 
the various sizes used are placed on the pins. 

The wooden strip. is hung directly over the 
wrapping counter and at such a distance that any 
salesman can readily reach the bags which tear 
off the pins readily. The firm is thus enabled to 
keep the different size bags assorted and off the 
counter. 


“Swap” Windows for a Week 


NE of the oddities of spring display week at- 
tractions was found in the windows of Stolz 
Brothers and Alexander Grant’s Sons, Inc., Syra- 
cuse, N. Y. A display of lawn mowers, sprinkling 
pots, reels of garden hose, scythes and other gar- 
den tools was arranged in one of the windows of 
the Stolz Brothers’ drug store. 

The druggists had an attractive showing at the 
Grant hardware store. It consisted of a handsome 
fumed oak dressing table equipped with a Persian 
ivory manicure set and other toilet articles, while 
the rest of the window space was taken up with 
perfumes, toilet waters and various other articles, 
such as are found in a drug store. Although both 
stores are off the main business streets, the nature 
of these displays and their location drew consider- 
able attention. 


Price List on Loaded Shells 


The Hackett-Gates-Hurty Company, of St. Paul, 


‘Minn., has issued a 1914 price list of loaded shells of 


the Winchester, Remington-UMC and the U. S. Car- 
tridge Company makes. The MHackett-Gates-Hurty 
Company announces same day service on all mail orders 
on these goods. 
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Quality (SW) Mark 


The Added 
Strength that 
Corrugation Brings 
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Stanley Wrought Steel and Brass Corrugated 
Hinges have many points of superiority over 
the old style hinges. The corrugations 
ABOUT THE JOINTS greatly increase the 
strength of the hinge, at the same time ren- 
dering it impossible for it to bind upon the 
pin, no matter how rusty it may get. 
They are neater in appearance. 





Corrugation lightens the weight while it strengthens 


‘ the hinge. They reduce your freight bills. They 


are lighter to handle around the store. Why not 
have a representative stock of Stanley Corrugated 
Hinges ? Can be supplied in Wrought Brass or 
Steel, Ornamental, Strap or T Hinges. There are 
none “‘ Just as good.” 


Ask your Jobber for Stanley’s 
the Standard for Sixty Years. 





1 Ome =m DOD mw DO D 


NR 


The Stanley Works 


New Britain, Conn. 
Canadian Representative 


A. Macfarlane & Co., Montreal New York Chicago . 


See our advertisement on front cover, also Box Strapping advertisement on page 33 
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NEW GOODS AND NOVELTIES 


Products. Being Placed on the Market by Hardware Manufacturers 


“Kompak” Repair Kits 


The Napanoch Knife Company, 
Napanoch, N. Y., is making the 
“Kompak” pocket kit of eight tools 
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“Kompak” repair kit 


with interchangeable handle, and 
_ leather case. This kit is adapted for 
householders, motorcyclists, bicyclists, 
hunters, sportsmen, hostlers, farmers, 
campers, etc. 

The tools of medium size adapted to 
both heavy and light work, and each 
tool the company claims is made from 
‘the special grade of steel best adapted 
to the particular service for which the 
tool is intended. 

The handle, which has stag sides, is 
strong and will not split and is prac- 
tically indestructible, as no amount of 
twisting or wrenching, the company 
states, can possibly start it at any 
point. When locked into the handle, 
a tool and the handle become prac- 
tically a single piece of steel. 

The locking notch in the tang is of 
a special design, which automatically 
takes up all wear, holding the tool al- 
ways firmly. 

The tool fits into the handle with 
the notch in the tang turned toward 
the side of the handle with the lock, 
thus pressing down on the lock lever, 
and at the same time pushing the tool 
in until the shoulders are _ tight 
against the end of the handle, when 
it is automatically locked into place. 
It is impossible for a tool to close 
upon the hand when in use. 

The tools consist of a blade, screw 
driver, file, hack-saw, gimlet, leather 
punch, cap-lifter and saw. 

The “Kompak” kit complete weighs 
but ten ounces and easily fits the hip 


pocket. 


“Dozstik” Wood and Marble 
Cements 


Furniture and piano makers, sign 
and other painters, carpenters and 
even marble workers, having occasion 
to fill nail, worm, knot or screw holes, 


joints, cracks, crevices and such sur- 
face defacements in wood before stain- 
ing, painting, varnishing, shellacing, 
or gilding, may be interesting in 
“Dozstik” wood cement, manufactured 
by the Thaddeus Davids Company, 95- 
97 Van Dam street, New York City. 

The marked feature of this material 
is that, applied like ceiling wax, it 
hardens instantly and can be polished 
and finished at once instead of waiting 
48 to 60 hours for linseed oil putty 
to harden sufficiently to go on with. 

“Dozstik” is put up twelve sticks in 
a paper box, convenient for mailing, 
its name being suggested by the pack- 
ing of a dozen sticks in a carton and 
that it does stick. 

Color cards containing thirty-six 
5&-inch button-like samples of “Doz- 
stik” will be sent on request, the line 
including one transparent kind to 
match all the hard and soft woods, 
and two kinds for black and white 
marbles. 

Special shades can be supplied, if 
the business warrants, to match any 
color, on the receipt of a small piece 
of wood, either natural or colored. 

Incidentally this firm, established in 
1825, manufactures also writing, copy- 
ing, marking, show card and indelible 
inks, mucilage and_ paste, together 
with ceiling wax, which latter, it is 
asserted, it was the first to make in 
America. 


Richards-Wilcox New 
Products 


The Richards-Wilcoxe Mfg. Com- 
pany, Aurora, IIl., has recently added 
a top and bottom bolt for garage 
doors, adjustable double floor door 




















At the top of the cut the No. 172 R-W 

adjustable double floor guides are shown. 

The No. 193 “—. ecm: plates are 
elow 
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guides, and a connecting plate to its 
line. 

The No. 193 R-W connecting plates 
are especially adapted for coupling 
screens, sash, partitions, etc., holding 

















The No. 517 R-W top and bottom bolt for 
garage doors 

them securely in position at the 

joints. The slots are tapered which 

allows for drawing sections tight be- 

fore screws are locked. 

To disconnect it is necessary to re- 
move only one screw and the plates 
can be left attached to the section. 
These plates are 1% x 2% inches and 
are finished in black enamel. 

The No. 517 R-W top and bottom 
bolt for garage doors is made in two 
sizes and adjustable for doors of 
various hights. It locks the doors at 
both top and bottom with one move- 
ment of the lever handle. 

When bolted or unbolted the ends 
of the connecting rods where they are 
attached to the lever handle are off 
center, so that the bolt maintains its 
position by gravity and cannot be 
changed except by moving the lever 
handle. 

The No. 172 R-W adjustable double 
floor door guides are for parallel slid- 
ing doors, to guide the bottom of the 
doors and prevent chafing. These 
floor guides are suitable for concrete 
or wood floors and adjustable for 
doors 1% to 3 inches thick. 


THE Foster Bott & Nut MFG. 
CoMPANY, Cleveland, has increased 
its capital stock from $150,000 to 
$200,000 to pay for improvements 
made. 
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Every sliding door R-W Hung 


There is a place in every building for R-W door hangers. 

In the home, whether cottage or mansion; the barn; the garage, 
private or public; the school, the church, the factory. There are busi- 
ness possibilities everywhere. 

But to hold this trade, to be sure of getting it all, you must be 
prepared to furnish a hanger for any door that slides. 

The R-W dealer only has this advantage. And in addition to the 
complete R-W Line he has the R-W advertising-selling Service which 
insures a complete sale from the Richards-Wilcox factories to dealer 





to user. 
A Hanger 
for Aniy A place in 
Door that every home 
Slides 


sax] MANUFACTURING Co. fe for sliding doors 
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Sherman Compression Bibbs 


The H. B. Sherman Mfg. Company, 
of Battle Creek, Mich., offers a line 
of compression bibbs which cost no 
more than ordinary bibbs but they 
have certain unique features of con- 
struction which the company claims 
makes them last longer and work bet- 
ter than the usual style. 

In general appearance and design 
they are symmetrical. Both inlet and 
discharge are bored out. smooth and 
not left rough. This makes an even 
flow of water. | 

The cap is packed with a cone- 
shaped washer. This acts as a stuf- 
fing box, gives a long bearing for the 
spindle and, being filled with plum- 
bago, lubricates as well as packs. 

Each bibb bears the name “Sher- 
man,” stamped on the cap, which is a 





Sherman compression bibb 


guarantee that it has been tested 
under one hundred pounds water pres- 
sure. The manufacturer carrics a 
complete stock of all sizes and styles 
and will be glad to send descriptive 
circulars on request. 


Gas Stove Instant Water 
Heater 


A novel water heater, made by the 
Gas Stove Instant Water Heater 
Company, Builders Exchange Build- 
ing, Baltimore, Md., has just been put 
on the market. It is designed to be 
placed on the top burners of a gas 
range, or hot plate, and to utilize the 
heat ordinarily lost by radiation in 
cooking. 

The essential feature of the inven- 
tion is the triangular shape of the 
metal water chamber, which is made 
to fit about the gas jets and does 
not interfere with the direct flame 
therefrom in heating the bottom of the 
cooking vessel, but serves to intensify 
the heat. The excess heat instead of 
being wasted by radiation into the 
air from the periphery of the bottom 
of the cooking vessel is absorbed by 
the metal water chamber. 

The flame from the jets does not 
impinge on the V-shaped sides of the 
triangle, but rises to the bottom of the 
cooking utensil through slots that 
form the openings between the wings 
of the cross, and two long slots cross- 
ing at right angles in the center. 

The apparatus is made to function 
by the lower V-shaped sides absorb- 


ing heat that would otherwise be 
wasted, accumulating in the inverted 
V-shaped spaces forming part of the 
periphery of the cross and terminating 
at the upper surface in slots for the 
flame to pass through. The water 
flowing through the metal chamber is 
thus heated and passes out of the ap- 
pliance, rising to the tank reservoir 
in the same manner as from a water- 
back in a coal range. The result is 
that while the family meal is being 
cooked an ample supply of hot water 
is created and stored in the tank reser- 
voir for washing dishes and other pur- 


poses. 

By the use of a small pilot-light of 
blue flame made to impinge on one of 
the arms or wings of the heater, and 
after the main supply of gas has been 
cut off, the water circulation is main- 
tained and renewed so that the sup- 
ply of hot water will be sufficiently 
large to provide for the ordinary needs 
of the home as long as the pilot-light 
is kept burning. 

The inlet for cold and the outlet 
for hot water is just far enough be- 


low the top surface of the triangle 


to permit of a small pocket or reser- 
voir of superheated water, main- 
tained at the boiling point, so that 
the top side of the chambered tri- 
angle becomes in itself a radiating 
surface to assist in supplying heat for 
cooking under the full flow of the 
lighted burner, and for keeping food- 
stuffs warm when only the pilot-light 
is kept going. This small sub-reser- 
voir of superheated water does not 


. interfere with the free flow of the 


water, being heated from the cold 
water inlet to the hot water outlet 
of the device. 

An advantage of this water heat- 
ing device is that in keeping food 
warm when the blue-flame pilot-light 

















The water heater does not show in the 
cut, but the results do 


is burning, scorching of the contents 
of the cooking vessel cannot take 
place. 

By equipping two or more of the 
burners on a gas stove and connecting 
them, all may be used simultaneously, 
with the result of multiplied heating 
efficiency and the flow of hot water 
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to the tanks is still further accel- 
erated. 

When attached to a stove the heater 
is scarcely noticeable. Its top is just 
under the supporting grating that 
tops the stove with an opening for 
the burner. The heater itself may 
be raised fluish with this grating if 
desired. The presence of the heater 
is no obstacle to the removal of the 
burner for cleaning, and when a water 
hinge is used the heater itself may be 
lifted to facilitate cleaning. The 
heater is a solid cast of metal and 
cannot get out of order. 


Goodell Steel Mitre Box 


The Goodell Mfg. Company, Green- 
field, Mass., has made a number of 
improvements in its steel mitre box. 

The durability of the Goodell steel 
mitre box is due to the material, de- 
sign and workmanship. The bed or 
main frame is of high grade bar steel. 
This is shaped and strongly riveted 





The Goodell improved steel mitre bor 


in the form of a truss, the most rigid 
and strongest form known in mechani- 
cal engineering. In fact it is built 
like a modern steel bridge, which it 
closely resembles. 

The rigid steel construction of the 
bed, with the heavy corrugated steel 
back and the careful work of skilled 
mechanics insures, the company 
claims, absolute accuracy, not alone 
when the box is new but under the 
exacting conditions of continued daily 
use. 

The lever carrying the saw may be 
swung from 45 to 90 degrees either 
right or left, and will lock auto- 
matically at all the regular, most used 
angles. It can be locked at any angie 
shown on the degree scale by simply 
pulling forward a small knob on the 
side of the lever. 

Angles more acute than 45 degrees 
are obtained by the angle attachment, 
which is also used as a molding holder. 
This with the length gauge for cutting 
duplicate parts of any length up to 
twenty inches are easily set to position 
and fastened by means of thumb 
screws. These useful devices are a . 
part of every complete box. They are, 
however, in the form of patented at- 
tachments, which can be easily re- 
moved or replaced in a moment by 
means of four screws. When these 
attachments are not wanted the price 
of the box is correspondingly reduced. 

The serrated steel plates which 
cover the bed and form the bottom of 
the box will be found most effective 
in holding the work from slipping, a 
very important feature. 

The company’s new catalog B will 
be sent upon request. 





>| - 
er 


at 
or 
Ly 
if 
jy 
1e 
or 


1e 
id 


ni- 
of 


el 
or 


dd 


eo— @@&T 


Poem eo OM 


July 9, 1914 HARDWARE AGE 17 








COMPARATIVELY small, but 


very complete equipment of 





Warren Hardware Fixtures recently in- 


stalled in a middle Western town. 


Warren Fixtures are built on the Sec- 
tional Interchangeable Unit System, they 
are dust, dirt and moisture proof. The 
ability of Warren Fixtures to properly and 
systematically show shelf hardware to the 
best advantage is too well known to need 


further comment. 


Two complete lines of equipment from 


which to choose. 





ri. POP OW Lo D 


SEND FOR STANDARD CATALOGUE NO. 215 
and ECONOMICAL CATALOGUE NO. 65 


Jj. D. Warren Mfg. Company 
503 MASONIC TEMPLE, CHICAGO, ILL. 


THE LARGEST MANUFACTURERS OF HARDWARE STORE FIXTURES IN THE WORLD 
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Drawing Instruments Profitable 


A COMPARATIVELY smali display case show- 
ing drawing instruments and architects’ 
supplies caused a question of the possibilities for 














.- 





Counter display case used by Smith and Winchester, 
Jackson, Mich., for drawing instruments and archi- 
tects’ supplies 


the line in hardware stores to be asked of C. J. 
Watts, of Smith & Winchester, Jackson, Mich., 
recently. 

To the writer’s surprise he found that the dis- 
play case represented only a small amount of the 
actual capital which this firm has profitably in- 
vested in goods of this character. On the second 
floor of their building, Smith & Winchester carry 
a complete line of the various kinds of drawing 
papers which firms in that city demand. As a re- 
sult they secure an excellent business, which 
otherwise would go away from home. 

The manual training classes, architects and 
draftsmen in factories provide a steady outlet for 
the various instruments which are carried in 
stock. This firm recently took an order for sixty 
sets of drawing instruments from one concern. 

Some time ago a catalog, made by blue printing 
prices and stock numbers of the goods carried 
and then binding the sheets, was mailed to all 
probable purchasers of drawing materials in the 
city, and it was found that many copies of this 
were preserved and phone orders resulted. The 
cost of such a catalog is quite small. 

This firm has carried drawing instruments for 
sixteen or seventeen years, and naturally consid- 
ers them about as staple as mechanics tools in a 
hardware store. 


W. H. Torian Heads Texas Jobbers 


HE Texas Hardware Jobbers’ Association, Fort 
Worth, Texas, recently elected the following 
officers: President, W. H. Torian, of the McLendon 
Hardware Company, Waco, Texas; vice-president, 
H. A. Black, of the Blum Hardware Company, Gal- 
veston, Texas; second vice-president, A. C. Goeth, 
of Walter Tips, Austin, Texas. The executive com- 
mittee consists of C. E. Nash, of the Nash Hard- 
‘ware Company, Fort Worth, Texas; E. A. Peden, 
of the Peden Iron & Steel Company, Houston, Texas, 
and C. A. Sherman, of the Herrick Hardware Com- 
pany, Waco, Texas. Mr. Hodgson was re-appointed 
by President Torian as secretary-treasurer. 
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Banquet of Pittsburgh Hardware 
Men 


oi HIS year the members of the Pittsburgh Re- 
tail Hardware Dealers’ Association decided 
that instead of having a summer outing, as in pre- 
vious years, it would have a stag dinner, and this 
took place in the Colonial room at the Fort Pitt 
hotel in Pittsburgh on Friday, June 26. That the 
decision of the members to have a stag dinner in- 
stead of an outing was a popular one was shown by 
the fact that about 125 members and guests sat 
down to dinner at 7 p. m. There were seven at a 
table and 18 tables, all of which were occupied. 

Walter McQuiston, president of the association, 
was toastmaster and at the conclusion of the din- 
ner, in a few happy and appropriate remarks he 
introduced M. Clyde Kelly, Congressman from the 
Thirteenth district, Pittsburgh. Congressman Kelly 
is a most pleasing speaker, his enunciation being 
clear and distinct, and he has a winning personal- 
ity. He spoke on the subject of “Organization,” 
and referred to the great good that has been done 
by organizations of all kinds when conducted along 
proper lines. He congratulated the members of the 
Pittsburgh Retail Hardware Dealers’ Association 
on their splendid banquet, and the large turnout of 
the members. 

Toastmaster McQuiston then introduced F. H. 
Goodfellow, president of the Pennsylvania & Sea- 
board Hardware Dealers’ Association, and Mr. 
Goodfellow made a very interesting address on 
hardware association work. He outlined briefly 
some of the questions that are going to be taken 
up by the various hardware associations when the 
fall meetings start in September. He also made 
the interesting announcement that at the next 
annual meeting of the Pennsylvania & Seaboard 
Retail Hardware Dealers’ Association to be held in 
February, would open promptly at 9 a. m. each 
day, in order that as much attention as possible 
can be given to the question box. President Good- 
fellow is a firm believer in the good results to come 
from free discussion of the question box, and in- 
tends to make it the leading feature of the next 
meeting. He was followed by W. P. Lewis, secre- 
tary of the Pennsylvania & Seaboard Retail Hard- 
ware Dealers’ Association, who gave a general talk 
on his work as secretary, and also referred in a 
humorous way to the several knockouts he received 
at the recent annual convention of the National Re- 
tail Hardware Association at Indianapolis in May. 

When Mr. Lewis finished, W. A. Davis, a singer 
of some note, in Pittsburgh, rendered a number of 
popular songs that were highly enjoyable and was 
vigorously applauded. H. W. Stevenson, an elocu- 
tionist, was then introduced and his recital of the 
farmer’s description of a football game, and also 
the surprises of a German farmer in raising 
chickens were gems, and brought down the house. 
The meeting did not adjourn until 11:15 p. m., 
and everybody present had a thoroughly good time, 
and it is probable that stag dinners will hereafter 
be held annnally by the Pittsburgh Association. 

The social committee composed of George Klauss, 
J. Harry Evans, Louis J. Heckler, J. W. Jones and 
W. M. Strathern, is entitled to the credit for the 
most entertaining evening yet had by the Pitts- 
burgh association. 


JOHN B. VARICK COMPANY, Manchester, N. H., ad- 
vises HARDWARE AGE that its fire was not so serious 
as reported in our issue of July 2. Warehouses Nos. 
1 and 2 were saved from the flames, and the main 
building was only partially destroyed, and will be im- 
mediately rebuilt. 
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The Guarantee of Excellence 
on Files 
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Nicholson — 
The File That Fills The Till 


The dealer who carries a complete stock of “‘ Nicholson” files holds 
the trade of the best mechanics, carpenters, and all others who have 
use for files or rasps. 

he men who have used files all their lives have proven the “Nicholson” 


brand best by actual test. They know and demand “ Nicholson ”’ files. 


Less experienced customers take the advice of friends, or their dealer. 
Prove yourself a friend, as well as a dealer. 











Point out to the man who doesn't know the advantages of “‘ Nicholson” 
files over any other, the fact that they do faster work, and save time 


and labor. 


“FILE FILOSOPHY ”’—A 50 years’ education on files in an hour, 
is an interesting booklet, which will be sent you FREE on request. 


Nicholson File Company, Providence, R. I. 
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PROFITS WITH MANUAL TRAINING EQUIPMENT 
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A window display of manual training equipment by the Warren Hardware Company, Minneapolis. 


d bang sell every manual training student a duplicate 

of the outfit he is using at school for his 
home work shop is the ambition of the Warner 
Hardware Company, Minneapolis, Minn. 


This firm enjoys a very profitable business in 
the general tool line, and has given much attention 
to manual training outfits, with special relation to 
tool cabinets, work benches and drawing instru- 
ments. In this connection it has rendered valuable 
assistance to the supervisor of manual training in 
the schools of that city, a service which is invari- 
ably appreciated by any instructor. 


A great deal of the work done along this line is 
through the co-operation of the teachers. Not long 
ago this firm got out a number of circular letters 
to manual training teachers in Minneapolis and the 
surrounding territory. The letter reads as follows: 


The enclosed folder will demonstrate to you that we 
make a specialty of the highest grade Manual Training 
Tools. 

You will notice that we do not offer special brand 
tools, but tools made by carrying the labels of the 
oldest and most reliable tool makers. 

For fifteen years we have carefully studied this de- 
partment and have successfully equipped a large number 
of modern schools. 

We call your particular attention to the second para- 
graph on the folder, showing how we are working with 
Mr. J. E. Painter, Supervisor of Manual Training in the 
Minneapolis public schools. 

Our aim is to place a folder in the hands of every 
Manual Training student in Minnesota this year, and if 
it meets with your approval to distribute them to your 
pupils, kindly fill out the return post card stating how 
many you can use. : 

If you have not received one of our tool catalogs the 
asking for one will place your name on our active mail- 
ing list, which will be of value to you when making your 
next purchase of tools. . | 

When in the market for complete outfits or a few odd 
tools send us your list for special prices. 

Yours very truly, 
Warner Hardware Company, 


Superintendent Tool Department. 


The post card referred to was already addressed 
and contains the following: 


I am willing to distribute the folders to my pupils as 
you suggest. I can use...... folders. 
IN a dis WEG ida eg BEG a bee wed 6d dg oe ckhebesecss este 
Na ie oe WEk be eRe ee KS Saad dave Ges caweteen 


The folder referred to contains an attractive 
illustration of a tool cabinet retailing for $35 and 
a list of the tools which the equipment contains is 
given. Names of the manufacturers of the various 
tools used in the cabinet are stated. Other cabi- 
nets, varying from $9.50 to $50, are briefly de- 
scribed on the same folder, as are several types of 
manual training benches and vises. 

At the time these folders were distributed among 
the students in Minneapolis an excellent window 
display of carpenter tools, featuring cabinets and 
manual training benches, was made by the firm. 


“Kyanize” Prizes Awarded 


HE 1914 “Kyanize” window display prizes have 
been awarded as follows: 

Class A (towns and cities over 5000 population) : 

First prize—J. H. Ashdown Hardware Company, 
Calgary, Alta. 

Second prize—Houck Hardware Company, Wich- 
ita, Kan. 

Third prize—East Orange Hardware Company, 
East Orange, N. J. 

Class B (towns under 5000 population) : 

First prize—Jacob Mell, Jr., Richland, Pa. 

Second prize—W. F. French, Milford, N. H. 

Third prize—R. G. Sherburne, Springvale, Me. 

The committee who decided these prizes was as 
follows: Mr. Parker, Brackett Parker Advertis- 
ing Agency; Mr. Lechner, of the Saturday Even- 
ing Post, and Mr. Sackett, of the J. R. Wood Litho- 
graphing Company. Photographs were delivered to 
them and prizes were awarded according to their 
judgment. 


Game 
6¢¢QOME day,” cried the outraged poet, “you editors 
will fight for my work!” 
“All right,” sighed the editor resignedly. “I’ll be a 
good sport if I get licked.”—Puck. 
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Always in Perfect 
Condition 


Sandpaper does not 
spoil, but its looks do, 
and that spoils sales. 

Packed in our way 
each sheet of 


U.S. Sandpaper 


always looks fresh, efh- 
cient and attractive. 
That makes them sell 
easy. 
And that is what you 
want. 
Your jobber will sup- 
ply U. S. Sandpaper. 
- Insist. 




















Trinidad Lake asphalt 
waterproofs Genasco; 
the Kant-leak Kleet 
waterproofs the seams. 


That’s the combina- 
tion, Mr. Merchant, that 
gives the superb strength 
and weather - resisting 
qualities to the modern, 
enduring, economical 
roofing— 


enasco 


THE TRINIDAD-LAKE-ASPHALT 





It gives the lasting 
service that customers 
have wanted and have 
never so completely 
found in roofing before. 


It gives you a lead in 
making sales, and in se- 
curing unbounded satis- 
faction and larger pat- 
ronage. 


Don’t miss your op- 
portunity! Order now 
from your jobber. Write 
us for samples and full 
information. 


The Barber Asphalt 
Paving Company 


Largest producers in the world 
of asphalt and ready roofing 


Philadelphia 


New York San Francisco Chicago 
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MOTORSACCESSORIES 
AND SUPPLIES 
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MOTOR ACCESSORIES PROFITABLE WITH HARDWARE 


HE hardware dealers who have 
adopted the motor-car acces- 
sory line have seen the line gradu- 
ally grow and develop with their 
regular line until it has become one 
of their biggest departments. 
Trade from motorists has _ been 
gradually coming to them, as it 
were, “along the line of least resist- 
ance,” and that resistance has been 
the habit of motorists as old-time 
patrons of the hardware store. Old 
hardware customers have become 
motor car owners, and, of course, 
their business naturally goes to the 
hardware dealers from whom they 
had been accustomed to buy their 
hardware. 

The average hardware clerk very 
quickly adapts himself to the sell- 
ing of motor-car accessories because 
the fine is almost identical with 
the one in which he has had long 
years of training. One of the best 
sales managers a large wholesale 
motor accessory house has ever had 
in its service was formerly a hard- 
ware man. The excuse of many 
hardware dealers that they are not 
familiar with the motor accessory 
line is flimsy. They are far better 
equipped to handle the line than the 
curbstone merchants who firs: 
started in the line when the motor 
industry was in its experimenta! 
stage. 

With the great evolution of 
changing from horse-driven vehicles 
to motor-driven pleasure cars and 
trucks going on more and more each 
succeeding year such a condition 
should awaken hardware dealers to 
the great business that is now 
awaiting their energies and long 
years of suitable training. Within 
the next ten years the greater pro- 
portion of the heavy hauling and 
considerable of the light express 
haulage in most all of the largest 
and even smaller cities will be done 
by motor-driven vehicles. And the 
incr-2se in pleasure cars will be 


greater, although eventually there 
will be by far more motor-driven 
vehicles in use for business pur- 
poses than for pleasure. Then will 
come the real heyday for the acces- 
sory and supply dealer, for com- 
mercial cars are always made to 
pay their way, and what is needed 


to keep them running is absolutely 


essential, and in the purchase of 
supplies and accessories for these 
rigs there will be more urgent de- 
mand than for the same line of 
goods for pleasure cars, the main- 
tenance of which may be considered 
a luxury. 

The time to start in a new line 
is to get “in on the ground floor,” 
and the hardware dealers who are 
going to dominate as the dis- 
tributers of motor accessories and 
supplies before another ten years 
have rolled by will adopt the line 
very early. A well-selected ‘line of 
motor accessories and supplies is 
turned over much quicker than that 
of hardware, and the profits are 
more substantial. 


The “Road Maker” 
Shock Absorber 


The Turner Brass Works, Syca- 
more, Ill., is producing a shock ab- 
sorber especially designed to take 
care of excessive rebounding of the 
springs on the Ford car. It is 
styled the “Road Maker” and is 
made of the very best material, with 
careful workmanship. The hanger 
of the “Road Maker” replaces the 
original hanger on Ford cars and 
is applied in the same substantial 
manner. The piston is in positive 
alignment at the connecting point. 
The weight of the body is suspended 
on the four springs of the shock 
absorber, which travel a greater 
distance than the body spring of 
any car, and it is for this reason 
the resilience is gained, as the 
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springs never expand to their 
original length. Tests and trials of 
a set of “Road Maker” shock ab- 
sorbers in constant use under heavy 





“Road Maker” shock absorber 


duty for eight months over a dis- 
tance of 8,000 miles did not disclose 
a single mechanical or structural 
defect. The spring is of helical 
vanadium steel and is contained in 
a barrel of seamless steel tubing 
one-eighth of an inch thick, with 
steel caps that protect the bearings 
and wearing parts from dust. The 
hanger is drop forged from tested 
steel, milled and machined accur- 
rately, with bronze bushings in 
wearing parts; the piston is drop 
forged from tested steel, milled and 
machined accurately, with bronze 
bushing for the link pin. The re- 
tail price is $20 per set. 7 


Temco Shock Absorber 


The Temco Electric Motor Com- 
pany, of Leipsic, Ohio, which is a 
manufacturing specialist of small 
horsepower electric motors that re- 
quire the most accurate manufac- 
turing, is meeting with a pro- 
nounced success in marketing the 
Temco shock absorber. This shock 
absorber is especially designed for 
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s We Make It Impossible 
For the Dealer 
to Lose 


— s is the way we work with our dealers—a dealer 
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orders a supply of plugs. Suppose he takes a 

quick profit on three-quarters of them and then 
the sales slow up on the remaining one-quarter. He re- 
turns this one-quarter of his stock to us and receives 
exactly what he paid for this number of plugs. We be- 
lieve this is fair dealing, so we guarantee this to every 
dealer. We are always prepared to back up our guar- 





































ir antee, but as a matter of fact, we are rarely called upon 
of to do it, for instead of profiting on three-fourths the 
b- number of his order, the dealer cashes in on the whole 
vy lot and almost immediately is back asking for more. 
SHARP SPARKS 
are winning out on their merit. It requires strong 
faith in the merit of these plugs to make such a 
guarantee. To the best of our knowledge and be- 
lief, we are the only manufacturers of spark plugs 
with sufficient faith in their plugs to make such a 
guarantee. We do not know of many opportunities 
such as this. We know of few concerns who as- 
sume absolutely al] risk 
which the dealer ordi- 
narily is required to 
Not the slight- carry himself. We ask Tue GouiaTH 
st aagnuon was the dealer to take the A _ particularly 
needed by this - ‘ ? 
s- model over a profits. We prevent him strong and 
3e continuous trip absolutely from taking rn 
al ‘. genes So losses. If there are any — j:coat Porcelsin. 
al ways as perfect losses through this guar- Meteor wire 
in as its construc. antee they fall upon us. sed _ exclusive- 

° . ‘ ly. Well adapt- 
ig tion. Is this something you oF oo bord use. 
th can afford to overlook? 
rs Here is our guarantee 
1e again, read it carefully. 

d 
i Every unsold spark plug purchased from us by any 
in dealer can be returned to us by him at any time for 
yp the full purchase price. This is the famous Sharp 
id Good-As-Gold Guarantee. It makes the Sharp 
xe Spark Plug the favorite among Hardware Dealers. 
- Illustrated folder on request. 
r 

The Sharp Spark Plug Co. 
1- 
a e 
u 3388 Broadview Rd. 
: Cleveland 
e ° 
k Ohio 
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the Ford car. Nothing has been 
added to these shock absorbers that 
can in any way nullify or com- 
promise the full, free and delicate 
instantaneous action of the springs. 
To those familiar with the quality 
of crucible chrome vanadium steel 
springs and the dependability of 
drop forgings at all points where 
the load is carried it will be im- 
mediately apparent that Temco 
shock absorbers are really and truly 
made to work and built to last. 
These specifications are in harmony 
with the company’s absolute guar- 
antee of satisfactory service and 
wear. 

The construction of these shock 
absorbers is along the following 
lines: Two spiral springs, one 
working within the other, are used 
in each cylinder. These springs are 
made from the very finest quality 
of crucible vanadium steel, which 
gives the maximum of toughness 
and durability, with a delicate ten- 
sion susceptible to the slightest jar. 
The free length of the outer spring 
for the rear of the Ford touring 
car is 5% in., with a diameter of 
2in. The front springs are 3% in. 
and 2 in. in diameter. Upon the 





Temco shock absorber 


roadster model the front and rear 
springs are the same length. The 
exact proportion of these springs 
with relation to the load they bear 
has been accurately arrived at by 
the manufacturer through two 
years of continuous experience in 
manufacturing these shock absorb- 
ers. They retail at $15 per set. 


The Stapley and “Wind- 
jammer” Tire Pumps 


The Bridgeport Brass Company, 
Bridgeport, Conn., is the manufac- 
turer of the Stapley and “Windjam- 
mer” tire pumps. It claims re- 
liability for both of these types of 
pumps. The air is taken into the 
Stapley pump at the top and there 
is no chance for dirt or dust to get 
into the tire. It is fitted with an 
automatic valve opener, which per- 
mits the tire valve to close without 
any loss of air from the tire. The 
pump cylinders are made from 
seamless brass tubing and will not 
rust. The manufacturer claims 


that its patented method of fasten- 
ing the pump cylinder to the foot 
base makes an absolutely non-leak- 
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The Stapley pump 


able joint, and the pump as a whole 
is powerful, efficient and durable. 
The list price without gauge is $4, 
and with gauge $6. 

The “Windjammer” is unlike any 
other automobile tire pump on the 
market, having the following special 
advantages: The cylinders are of 
seamless brass tubes and are 
fastened into the foot base in such 
a manner as to be absolutely air- 
tight. There are no adjustment 
nuts or screw threads to cause a 
leak. The top is made of malleable 
iron and is practically unbreakable. 
To take the pump apart there is 
only one nut to unscrew. It is very 
light in weight, yet is made of the 





“Windjammer” tire pump 
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best materials and so constructed 
to withstand the severe service that 
tire pumps are usually subjected to. 
The list price without gauge is $4, 
and with gauge $6. 


Rothweiler Barrel Pump 


Rothweiler & Co., 209 N. Broad- 
way, Seattle, Washington, are mar- 
keting a barrel pump which they 
claim does not only save on waste 
of oil but is the cleanest and most 
convenient way to handle it. This 
device seems particularly adapted 
to hardware stores where a more 
expensive pumping outfit cannot be 
afforded. By the use of the Roth- 
weiler barrel pump the old, out-of- 
date method of tapping a barrel, 
screwing a faucet into the hole, 
then calling in your neighbors to 
help you roll or hoist it upon a 
bench and then possibly having the 
faucet leak oil all over the place, is 
done away with. There are no 
threads on the base of the pump, it 
being only necessary to bore a 1%- 
in. hole into the head of the barrel 
and drop the pump into the hole. 
The pump is held stationary both in 
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Rothweiler barrel pump 


the top and bottom of the barrel 
by patented means. It is not neces- 
sary to punch an air hole, as the air 
supply is taken care of through 
the base of the pump. 





The “Easyback”’ Cushion 


The Holden Mfg. Company, of 
St. Paul, Minn., is creating a wide 
demand for its “Easyback” cushion 
and tire tools. While manufac- 
turers of motor cars have not. 
wholly succeeded in providing all 
the comforts for their cars, it has, 
however, been left to the manufac- 
turers of accessories to provide 
many comfortable conveniences for 
motorists. One of the most adapt- 
able comforts lately introduced is 
the “Easyback” cushion for use at 
the base of the back of the driver’s 
seat. About 90 per cent. of the 
people who drive cars will sit in 
the seat with their backs unsup- 
ported just where the strain is the 
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The most popular warning signal in all motordom—best to buy, 
easiest to sell. 

The warning note is of intense volume and will secure the right 
of way under any traffic conditions. 


Guaranteed unconditionally by an organization that leads the world in the 
production of Automobile Electric Warning Signals. 


The complete line of GARFORD accessories will make you headquarters to 
motor car, motor boat and motor cycle owners. 


Special Ford REXO II sells to every Ford owner on sight. Price $3.85 com- 
plete. Guaranteed to fit Ford cars. 
MAXO II, the unfailing motor cycle signal. Same construction and high 


grade workmanship as REXO II. Motor cycle owners will accept no other signal 
if MAXO II is for sale in their territory. 


GARFORD Speedometers and Lighting Systems are built to the GARFORD 


standard of quality. They will bring you many new customers. 


Send for catalogue and introductory selling proposition. It will give you a 
new line on Automobile Accessory profits. 


THE GARFORD MANUFACTURING CO. 


DISTRIBUTORS : 
The Garford Mfg. Co. The Dean Electric Cc. The Dean Electric Ce. 
Kansas City, Mo. Los Angeles, Cal. Seattle, Wash. 


100 OLIVE STREET 


Successors to THE DEAN ELECTRIC CO. 
ELYRIA, OHIO, U. S. A. 


The Sumter Telephone Supply Co., Sumter, S. C. 
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greatest when applying the brake or 
holding out the clutch. This posi- 
tion causes an excessive strain on 





Holden “Easyback” cushion 


the muscles, the result of which is 
a tired feeling and quite often a 
serious backache. The “Easyback”’ 
fills the vacant space and supports 
the entire back, permitting one to 
sit relaxed and comfortably. It is 
made from a strong waterproof fab- 
ric, in a dark gray color or sub- 
dued brown, which will match slip 
covers, imitation leather or genuine 
leather. The dimensions are 21 
in. wide, 8 in. high, 4 in. thick at 
the bottom. The front side tapers 
up, making it about half an inch 
thick at the top. Retail prices 
range at from $3.50 for genuine 
leather to $2 for either imitation 
leather or the fabric. 


Motorcyele and Bicycle 
Telescope Tire Pump 


The Bridgeport’ telescope motor- 
cycle and bicycle tire pump, manu- 
factured by the Bridgeport Brass 








Motorcycle and bicycle telescope tire 
pump 


Company, Bridgeport, Conn., is 
made from heavy selected seamless 
brass tubing, including inner 
plunger tube, making a durable, re- 
liable pump. The handle and nipple 
ends are reinforced. The rubber 
tube and hose connection telescope-. 
into the handle and barrel of the 
pump when not in use. The manu- 
facturer furnishes either connec- 
tions for either American or for- 
eign valves. This pump is made in 
two styles, the “Cyco” type, retail- 
ing for $1.35 each, and type No. 20, 
retailing for $1.75 each. 


The Improved Search- 
light Gas Lantern 


The improved searchlight gas lan- 
tern for motorcycles and bicycles is 
another specialty manufactured by 
the Bridgeport Brass Company, 
Bridgeport, Conn. This lamp is 
simple and easy to operate; it has 
no complicated parts and no wrench 
or tool is necessary in its use. It 
throws a brilliant, penetrating 
light. It is furnished with a “Uni- 
versal” bracket, which enables one 
to attach it either to the head or 
fork of the machine. It is auto- 
matic in action, the gas being gen- 
erated only as it is used. The lens 
can be easily taken out to be 
cleaned. It is constructed upon the 
drip idea. The carbide is in a 
telescopic compartment in the lower 
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promoting the sales of the 
“Leasure” sanitary eye and nose 
shield. The company claims for its 
merit these features: that it is 
readily folded, protects the nose, 
does away with that perspiring and 
drawn feeling caused by old-time 
heat-producing goggles, and is par- 
ticularly adapted to ladies’ use. It 
is made in white, amber, blue and 
green and retails for $1. 


Burleigh’s Watch Car- 
rier 
George K. Burleigh of Penacook, 


N. H., has devised a very neat and 
effective watch carrier for attach- 
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Searchlight gas lantern 


part of the lantern, and the water 
tube passes through the center of 
the compartment so as to feed the 
water supply at the bottom of the 
carbide. The flow of the water is 
regulated by a small lever at the 
top. The list price is $2.50 each. 


The “Leasure” Sanitary 
Eye and Nose Shield 


The Sanitary Sales Company, 
East End Trust Building, Pitts- 
burgh, Pa., is manufacturing and 





The “Leasure” sanitary eye and nose 
shield 





Burleigh motorcycle watch carrier 


ing to the front upright bar of a 
motorcycle or bicycle. This carrier 
is made of steel wire covered with 
woven linen thread. Its flexible clip 
clasps the watch and holds it firmly 
and securely. The clip holding the 
watch eliminates all jolts and jars 
to the timepiece, and its position 
directly in front of the rider en- 
ables him to se the time without 
any inconvenience. Retails for $1. 


The Float-Jet Carburetor Company, 
N. J., has been incorporated to man- 
ufacture carburetors; $200,000; by 
Elmer S. Smith, M. B. Smith, E. G. 
Gufford, Newark. 


The Greenleaf Mfg. Company of 
Hartford, Conn., has been incorporat- 
ed; automobile parts; $35,000; by 
George J. Long, W. H. Greenleaf and 
John R. Hays, all of Hartford. 


THROUGH AN ERROR in June 25 issue 
of HARDWARE AGE, an illustration of 
the new J-M lantern was used with 
an item describing the new J-M Non- 
Blinding Lens. 
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ELECTRIC WARNING SIGNAL 








The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to “fit” every car 
and every motor boat. 


It doesn’t stay in stock. 
Write. 


Prices from $7.00 to $15.00. 


The Sparks- Withington Co. 


Jackson, Michigan, U. S. A. 
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NOTES OF THE RETAIL HARDWARE TRADE 


NorwWICH, Conn.—Albert Boardman requests catalogs with 
net prices on plumbers’ supplies. 

BYRON, Itu.—Low Marget has purchased John Feltman’s 
interest in the Emery & Feltman hardware store. The new 
firm will be known as Emery & Marget, and will carry the 
following lines, on which catalogs are requested: baseball 

bathroom fixtures, belti and packing, bicycles, buggy 
whips, builders’ hardware, buil wy paper, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, fishing tackle, 
furnaces, ge tee ge and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing de ent, prepared roofing, 
umps, ranges and cook stoves, refrigerators, shelf hardware, 

shop, wagons and buggies,.and washing machines. 

PEcATONICA, ILL.—The implement business of W. J. Bucklin 
has been sold to Henry Meyer. 

MULBERRY, IND.—-The Kent Beavers Hardware Company 
has changed its name to Kent Bros. Company. The firm was 


established in 1895 and carries the following lines: automo- 
ball goods, 


bile accessories bathroom. fixtures, belting 
and packing, bicycles, b whips, builders’ hardware, 
churns, cream separators, cutlery, dairy supplies, dynamite, 

tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, plumbing department, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
aiivimeratore, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons and buggies, and washing 

nes. 

WinGatTs, IND.—James Vancleave has bought W. A. Moon’s 
interest in the Wingate hardware store. The firm will be 
Hatton & Vancleave. 

WicuiTa, Kan.—The Miltner Hardware Company has been 
dissolved. P. M. Ray has succeeded to the business. Catalogs 
requested on baseball goods, bicycles, bugey whips, builders’ 
hardware, churns, cutlery, dog collars, hing tackle, ham- 
mocks and tents, heating stoves, heavy hardware, kitchen 
housefurnishings, mechanics’ tools, poul supplies, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, sport- 
ing goods, and washing machines. 

Bay Crry, Micu.—The Rechlin Hardware Company has 
recently remodeled and redecorated its store. New show 
cases and fixtures, electric passenger elevators and a new 
lighting system have been installed throughout. The firm’s 
stock consists of the following: baseball goods, bathroom 
fixtures, bicycles, builders’ hardware, building paper, chil- 
dren’s vehicles, churns, crockery and glassware, cutlery, dog 
collars, electrical household specialties, fishing tackle, furni- 
ture department, hammocks, heating stoves, home barbers’ 
supplies, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, toys, games, and washing machines. 

Bakur, MINN.—The McGrath Veil Implement Company has 
been incorporated with a capital stock of $25,000. The incor- 
porators are John McGrath, W. C. Noice and W. A. Veil. 

GLEencom, Minn.—J. E. Essen has sold his hardware busi- 
ness to C. A. Genet. 

HarRwIick, MINN.—The Harwick Hardware Company has 
been sold to M. P. Loberg. 

HAMILTON, Mo.—Frank Parrish & Son have added an addi- 
tional warehouse to their property. 

Great Fats, Mont.—W. H. Sheeran has opened a hard- 
ware business here under the name of the Sheeran Hardware 
Company. . Sheeran was formerly with the Kelly, Howe, 
Thompson Company of Duluth. The Sheeran Company car- 
ries = following lines: Baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, fishing tackle, galvanized and tin 
sheets, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, pumps, 

and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, and sporting goods. Catalogs requested 
on tools, specialties, etc. 

LEWISTON, Mont.—The Judith Hardware Company has 
opened a complete harness, saddlery and repair department 
on the second floor of its store building. The company has 
made improvements in the store, including an electric sign, 
and cash registers. The capital has been increased 
100 to $200,000. The company does a wholesale 
business and expects to increase the jobbing part 
lally. Catalogs requested on baseball goods, belt- 

and packing, bicycles, bug whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 

ery and glassware, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen cabinets, 
kitchen housefurnishings, lubricating oils, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewin machines, shelf 
hardware, silverware, sporting goods, tin shop, wagons and 
buggies, and washing machines. 

BROOKLYN, N. Y.—C. J. Wilkinson & Co. have moved to 
larger quarters, in order to accommodate their increasing 
business. The new store is at 484 and 486 Tompkins ave- 
nue, corner of Fulton street. The store will be divided into 
departments, one for hardware and one for housefurnishings. 
Catalogs requested on builders’ hardware. 

Guiens Fauus, N. ¥.—Whipple & Sherman have been incor- 
porated to deal in hardware, with a capital of $20,000. The 
directors are C. R. Whipple, R. M. Sherman and J. W. Rus- 
sell. The company has moved into a new store 24x 106 feet. 

WAYLAND, N. Y¥.—The Kimmel Hardware Company has 
recently made a number of improvements to its big store. A 
new front will be put in, install new wires throughout, a new 
cement floor in the cellar, and everything has n painted 
throughout. Catalogs requested on automobile accessories, 








baseball goods, bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, lime and cement, linoleum, lubricatin 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes an 
glass, plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, tin shop, wagons and bug- 
gies, and washing machines. 


JESSIE, N. D.—Oscar Rogney and D. Jensen have dissolved 
partnership. The business will be continued by Mr. Rogney. 
Catalogs requested on refrigerators and automobile supplies. 


EAST PALESTINE, OHIO.—D. S. Smith has sold his hardware 
store to P. C. Hawk. Mr. Smith has conducted the store for 
nearly thirty-five years. Catalogs requested on automobile 
accessories, baseball goods, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 

urns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, fishing tackle, hammocks and 
tents, harness, heating stoves, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges’ and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, and wash- 
ing machines. 


PORTSMOUTH, Ounu10.—The Central Hardware Company has 
moved into more commodious quarters, at 543 and 545 Second 
street. It will increase its stock and add new lines. 


STEUBENVILLE, OHIO.—The remodeled and _ refurnished 
building of the Steubenville Hardware & Supply Company was 
recently opened to the public. A new front with big display 
windows replaces the old one, and the interior of the store 
has been provided with new wall and show cases. A model 
rest room is being installed for women patrons. 


Bristow, OKLA.—M. J. Groom, for fifteen years the leadin 
hardware merchant in Richland, Mo., and hiethar of the late 

" Groom, has purchased an interest in the F. H. Groom 
hardware store, which will be known in the future as the F. 
H. Groom Hardware Company. Catalogs requested on auto- 
mobile accessories, baseball goods, bicycles, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies 
lubrieating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware 
silverware, sporting goods, tin shop, wagons and buggies, and 
washing machines. 


KNOWLES, OKLA.—W. W. Adams has sold out to T. C. Mur- 
dock & Co. Catalogs —— on baseball goods, bathroom 
fixtures, bu whips, builders’ hardware, churns, cream sep- 
arators, crockery and glassware, cutlery, fishing tackle, fur- 
niture department, galvanized and tin sheets, hammocks and 
tents, harness, heating stoves, hea farm implements, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, sport- 
ing goods, and washing machines. 


WAYNOKA, OKLA.—J. W. Scott has added a new stock of 
harness and hardware to his produce, flour and feed business. 


CRABTREE, OrRE.—W. J. Turnidge will open a store here 
and carry a complete stock of hardware and implements. 


_ SHARON, Pa.—The Roberts Hardware Company has moved 
into larger quarters on Vine street. 


CoLumBr1a, S. C.—James L. Gillespie, formerly with Lorick 
& Lowrance, has purchased the interest of Mr. Van Ness in 
the Lawton & Van Ness Hardware Company. The name of 
the firm in the future will be the Lawton-Gillespie Company. 
ea og requested on general hardware and household fur- 

gs. 


CoLMAN, S. D.—The Rogness & Johnson hard 
has been sold to H. H. Bunkers. ee 


DALLAS, TEX.—The Cedar Springs Hardware Company has 
been incorporated, with a capital stock of $3,000. The incor- 
porators are J. C. Wylie, H. J. Christler and R. C. Gilliland. 
Catalogs requested on automobile accessories, bathroom 
fixtures, belting and packing, cream separators, heavy farm 
implements, lime, linoleum, oil cloth, plumbing department, 
prepared roofing, and tin shop. 


Houston, Tex.—The Phillippi Sporting Goods Company 
has opened a new store here. e business is wholesale and 
retail and the lines carried are baseball goods, bicycles, cut- 
lery, dog collars, fishing tackle, sporting goods, toys and 
games. Catalogs requested on sporting goods. 


NACAGDOCHES, TEx.—Cason, Monk & Co. state that the 
amendment to their charter, changing the capital stock to 
$65,000 was repealed. The charter now stands as originally 
granted, or capital stock $75,000. 


__ San Sasa, Tex.—The Ward Hardware Company has sold 
its furniture, hardware and implement business to the W. A. 
Martin Hardware & Furniture Company. The lines carried 
are the following: automobile accessories, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy hardware,. kitchen 
cabinets, kitchen housefurnishings, linoleum, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting s, and washing machines. 

TIMPSON, TEx.—J. E. Pittman will open a furniture and 
hardware business here. Catalogs requested on baseball 
goods, bicycles, buggy whips, builders’ hardware, children’s 
vehicles, crockery and glassware, cutlery, fishing tackle, fur- 
niture department, galvanized and tin sheets, hammocks and 
tents, heating stoves, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, mechanics’ tools, poultry supplies, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods. 























July 9, 1914 HARDWARE AGE 


Atkins Always Ahead! 


Here is an entirely new idea in Hand Saw Handles. 
We've discarded the old style carved Handle and in 
its stead we offer on our most popular patterns— 


AT THE SAME PRICE—the new beautiful and 


attractive 





Embossed Handle 


The increased cost to us is fully justified by the improved appear- 
ance of the Saw. It makes them even more individual—even 
more distinctly ATKINS. You'll be surprised how quickly your 
best trade will buy these beautiful Saws with the new and ex- 


clusive ATKINS Embossing. 





And—remember—they are the same price to you, even if you can easily 
get 25 to 50 cents more for them. 


We furnish the Atkins Embossed Handle not only in the Atkins Per- 
fection Pattern, but also on the old style Straight Across Handle. 


Atkins 2c Saws 


It’s little big things like this that add individuality and quality to the 
ATKINS line of Hand, Rip, Panel, Back, Compass, Keyhole, Wood 
and other types of Saws as well as to ATKINS Trowels, Saw Fitting 
Tools and Specialties. 


Why not get started with the big popular money-making line? We'll 
increase your profits and we'll “Help You to Sell.”’ 


E. C. Atkins & Co., Inc. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in the following cities. Address E. C. ATKINS & CO., Inc. 


Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chicago New Orleans San Francisco Sydney, N. S. W 
Memphis New York City Seattle 


Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England. Agents for Great Britain. 

















Jae A , 
For every clime, an animal, 
For every beast, a name. 
For every trapper, “Newhouse,” 
For every “Newhouse, ’—game. 


NEWHOUSE TRAPS 


are made in sis to catch any animal 
—from rat to elephant 


ONEIDA COMMUNITY, Ltd. 
ONEIDA, N. Y. 


ac 
This advertisement is appearing in all of the 
best trapping publications. 








